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A RAND MCNALLY PUBLICATION 


_ a gun slung over his shoulder 
young James Monroe trudged several 
miles to school each day through the Vir- 
ginia forests. His companion was John Mar- 
shall who years later as Chief Justice was to 
administer the oath of office when Monroe 
became President. In 1774 at the age of 
sixteen Monroe left his native Westmore- 
land County to enter the College of William 
and Mary. Little is known of his life there 
except that he was one of eight who signed 
a petition charging that the “Mistress of 
the College” served the students “scarce 
and intolerable food” while providing her 
brother with delicacies. 

But the nation’s struggle for liberty soon 
blotted out such trivial concerns, and at 
eighteen as lieutenant in a Virginia regi- 
ment Monroe joined Washington’s forces 
in New York. He fought at Harlem and 
White Plains, was among the first troops to 
cross the Delaware and was wounded at 
Trenton. During the battle of Monmouth he 
acted as a scout for Washington who later 


wrote of the young Virginian, “He has in 


View of bis daughter's room 


Semiond American Homees 


ASH LAWN 
Cabin-castle of the Fifth President” 


From this home, two miles distant from Monticello, Monroe used to signal to bis friend Thomas Jefferson 


every instance maintained the reputation of 
a brave, active and sensible officer.” 

When Monroe married the beautiful and 
aristocratic Elizabeth Kortright, her friends 
“twitted her with the amiable reflection that 
she was expected to have 
done better.” Not only 
was the marriage un- 
usually happy, however, 
but the “not particularly 
attractive” Virginia Con- 
gressman served three 
terms as Governor of Vir- 
ginia, became U. S. Sen- 
ator, minister to France 
and to England, Secretary 
of Staté, Secretary of 
War, and was twice elected President. 

While a law student, Monroe formed a 
close friendship with Thomas Jefferson 
which prompted his acquiring Ash Lawn, a 
plantation near Monticello, the latter’s 
home, and there he built his “cabin-castle.” 
This one-and-a-half story frame house was 
completed about 1798 under Jefferson’s 
supervision while Monroe was in France. 
The gardens of Versailles are believed to 
have inspired the beautiful boxwood garden 
which Monroe planted. The twenty-six 
years he spent at Ash Lawn were the hap- 


Nursery in the bappy bome 


piest of his career but his election to the 
Presidency obliged him to leave. 

As his years of service to his country 
left him in straitened circumstances, 
Monroe was obliged to sell Ash Lawn in 
1825. His last days were 
spent with his daughter 
in New York where he was 
a familiar figure in his 
black velvet knee breeches 
and buckled shoes. 

Considerably enlarged 
by a subsequent owner, 
Ash Lawn was restored 
and opened to the public 
on Monroe’s birthday, 
April 28, 1930. 


* * * 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American homes and_ the 
homes of American industry. 


*x THE HOME * 
Prsurance Company 


Home Office: 59 Maiden Lane, New York 8,N.Y. 
FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 
Copyright 1949, The Home Insurance Company 
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New Booklet Tells How Banks Save 
Accounting Costs perl =r lh 
Ml | 
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EMINGTON RAND has just published a new booklet 
R for modern banks and bankers. It’s entitled “How the 
Printing Calculator Speeds and Simplifies Figure Work for 
Financial Institutions.” It points out in concise, graphic form 
how printed proof and 10-key touch control make the solution of 


your most complex figure.work simple, quick and accurate. 


Actual tapes in the booklet show typical bank applications, 
and step by step explanations point out in detail the 


benefits derived from “the calculator that prints.” 
There’s profit for you in this new booklet. Write today for 
your free copy to Remington Rand Inc., Dept. BM 7, : Only the Printing Calculator automati- 


cally divides, multiplies, adds, lists and 
315 Fourth Avenue, New York 10, N. Y. subtracts, and prints the proof on the tape. 


July, 1949 





From one banker ™ 


This will indicate that on the 

2nd of January we will have had 

an account with The First National 
Bank for 75 years. It may seem a 
long time, but I have never had 

an occasion to note during all 
these years a more pleasant 
relationship, and I know of no 
reason why this should not 
continue for many’ years more. 99% 


Your bank is cordially invited to use The First National Bank 


of Chicago as your correspondent. 


Every effort will be made 


by us to promote and maintain the kind of 


helpful cooperation that brings us letters like the one quoted above. 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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EXPEDITING DISTRIBUTION 


W: paid $227 ,407,169.37 for automobiles and trucks produced in the 
Detroit area and delivered to our correspondents’ customers, during the 


past 17 months, as representatives of our bank customers throughout 
the country. 
These payments were made to our automotive accounts in Detroit funds. 
This is another of the specialized services our close relationship with the 
automotive industry enables us to provide banks throughout the country 
speedily and efficiently—with resultant benefits to all parties concerned. 
You are most cordially invited to use this service, or any or all of our 


correspondent services. 


NATIONAL BANK OF DETROIT 


DETROIT, MICHIGAN 


32 Banking Offices Throughout Detroit 


Member Federal Deposit Insurance Corporation 
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“’m Making Banking My Career” 


Ten young people tell why they believe banking is an ideal career. They 
give 16 good reasons which should appeal to all ambitious young people. 


greatest of stability of any or- 

ganization I have known. It 
creates and maintains its own eco- 
nomic standards within the com- 
munity, yet complies with functions 
of the national economic system. 

It is pleasing to see how life 
evolves in the presence of a bank. 
Few people realize just how impor- 
tant a bank can be, and how it af- 
fects their lives through any one of 
several mediums, such as manufac- 
turing of textiles, etc. 

A banking career would be unique 
in itself. Personally, I have barely 
scratched the surface but, to me, it 
has proved to be an interesting and 
profitable vocation. Profitable not 
only in monetary aspects, but in 
knowledge acquired of the whys and 
wherefores of business.—Robert R. 
Prelletz. 


| MY opinion, banking has the 


“MANAGER 


Advancement is assured. 


There are various reasons why I 
chose banking as a career. My father 
has been a banker for 47 years, and 
he has enjoyed the work. 

The hours usually are pleasant, 
the conditions under which you 
work are very fine, and the chances 
for advancement, with the right 
qualifications, are turning out to be 
many. 

With the aid of the AIB schooling 
and the will to work and to apply 
oneself, any bright young man 
can find his spot in the field of bank- 
ing.—James E. Weicker, First Na- 
tional Bank, Chicago Heights, IIl. 


I like working in a bank because 
it is very interesting. I like to feel 
that I am serving the public. 

I have always liked working with 
figures, and that is what I am doing. 


The work never gets monotonous 
because I have varied duties. 

I am learning something every 
day, too, not only at my work, but 
at school, to which the bank sends 
me. That increases my knowledge 
and also keeps my mind active. 

I guess, to put it briefly, I just like 
working in a bank. It is quite grati- 
fying to leave at the end of each day, 
knowing that you have successfully 
completed a day’s work.—Phyllis 
Goodwin, Home State Bank, Crystal 
Lake, Ill. 


I like banking very much and 
hope to make it a career. It seems 
especially interesting to me because 
it seems to be the job I have al- 
ways looked for. 

I like banking because it offers 
such a wide field of opportunities to 
me for reaching my goal—real suc- 





Sixteen Reasons Why These Young People Are 
Making Banking A Career 


1. Banking is the most stable of 
all businesses. 


2. It is interesting work. 


3. It is a profitable type of em- 
ployment. 


4. The hours are pleasant. 


5. Working conditions are un- 
usually pleasing. 

6. Advancement is assured. 

7. It offers opportunity to serve 
others in many important ways. 

8. A day’s work is completed 
each day with seldom any work 
held over to worry about during 
the night. 


9. It is pleasant to meet people, 
and. in bank work. you meet more 


5 


than in most other lines of busi- 
ness. 


10. A bank employee has a sense 
of importance not duplicated in 
other businesses. 

11. A worth-while future is in 
store for everyone who likes bank 
work. 

12. Banking offers the greatest 
degree of continuous employment 
and security. 

13. Banking represents progress. 

14. Banking is stable during de- 
pressions. 

15. It provides pleasant people to 
work with. 


16. It provides opportunity for 
continuous study for advancement. 





Banking offers pleasant people to 
work with. 


cess and the satisfaction that comes 
from realizing that I have per- 
formed services helpful to man. 


“I Get A Great Kick Out Of 
Being Able To Help Other People” 


This may sound stuffy, or like just 
sO Many words, but it is my opinion. 


I get a great “kick” out of being 
able to help other people, and the 
field of banking certainly offers un- 
limited opportunities along this line. 
In banking you are in almost con- 


stant touch with people, either 
dealing with them or for them. 

The chance to undertake many 
responsibilities and perform them 
capably also intrigues me _ very 
much. This gives a sense of impor- 
tance that is hard to find in many 
jobs. Teamwork is very essential 
to the successful operation of a 
bank. 

Also, banking offers a future 
backed with great security. This is 
very important to me. I have seen 
too many examples of a family 
ruined by insecurity, and I want to 
make sure that this doesn’t happen 
to me.—James Plichta, La Grange 
State Trust, La Grange, IIl. 


I like banking and intend to make 
it a career. The main reason is that 
banking represents progress, and I 
like to believe that I am progress- 
ing. 

The AIB gives the individual the 
opportunity to study and under- 
stand the general background and 


6 


principles of banking. I feel that 
through the AIB I have been offered 
a grand opportunity to gain an edu- 
cation to enable me to understand 
and better appreciate my work. The 
more I understand about banking 
the more the subject fascinates me. 
I feel that by choosing the profes- 
sion of banking as a career I have 
the opportunity to progress with 
progress.—Mildred D. Curley, Con- 
tinental Illinois Bank, Chicago, IIl. 


I chose banking as my career 
because it is a large and interesting 
field of opportunity. 

Anyone pursuing this field may 
anticipate security for himself and 
family, since most bank positions are 
permanent. With very, few excep- 
tions, they have proved to be stable 
during periods of depression. 

Banking standards are on the 
highest level conceivable. To know 
that one is instrumental in an im- 
portant field brings about an inner 
satisfaction not acquirable in many 
other professional channels. 

Working conditions in most bank- 
ing institutions are favorable. The 
reputations and integrity of the 
people employed herein are unques- 
tionable. Every individual, from the 
page boy or girl to the top execu- 
tive, has an important role in the 
business world. All have an equal 
occasion to display their ability day 
by day and to be promoted accord- 
ingly. Prestige or money never made 
a good executive, for experience and 
hard work go hand in hand. 

If one is really interested and 
wholly applies himself, the rewards 
of advancement will be harvested 
one by one.—Ruth A. Thomas, The 
Drovers National Bank, Chicago, III. 


Opportunities In Banking 
Were Never Greater 


The reason I think that banking 
is a good career to follow is that the 
opportunities in this field for com- 
petent people were never greater 
than they are today. If a person is 
qualified, a bank position is secure 
and salaries compare favorably with 
other Added _ respon- 
sibility and greater opportunity are 
available to persons who prepare 
themselves. 

With the facilities of the Ameri- 
can Institute of Banking, which are 


businesses. 


Banking provides security. 


available to bank employees at low 
or no cost, a person can be provided 
with a basic education in banking 
operations, a basic knowledge of the 
principles of law, economics, and 
accounting. Through participation 
in its forums and seminars, bank 
employees are kept informed not 
only of current developments in 
taxation, trade, economic trends, 
and foreign affairs, but also of cur- 
rent developments within the bank- 
ing business itself. 

Also very important is the pleas- 
ant association with bank employees 
and customers.—Lillian Petkelis. 


It’s A Secure Job For A 
Man With Children 


As a young lad ‘in school, I was 
not sure as to what type of work I 
should like to make my life’s choice. 
I did the usual type of work most 
young fellows do, such as sell news- 
papers, work part time after school 
as a soda clerk in a neighborhood 
drug store, drive delivery trucks, 
etc., trying all the while to continue 
my schooling. Then came World 
War II. After serving four years in 
both the Pacific and European thea- 
ters, I returned only confused and 
mixed up to try to readjust myself 
and seek gainful employment. It 
was then I really had a serious talk 
with myself as to what I should like 
to follow for a career. 

Manual labor seemed so dark and 
insecure for later years. Having a 
wife and two children, I wanted a 
chance to apply myself to a job with 
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There is opportunity for continuous study for advancement. 
It offers opportunity to serve others in many important ways. 


security and a future, and also a job 
of high repute. This I felt could be 
found in a bank, one that is more 
or less in its infancy among the 
older established banks, yet one 
which is rapidly growing. I hoped 
that I, too, might be given the op- 
portunity to grow with it into a 
position of trust and responsibility. 

I gained employment in just such 
an institution in June, 1946. The 
salary was small to start, but I was 
assured if I applied myself the op- 
portunity was always present to ad- 
vance. Also the salary has continued 
to advance. 


“I Feel That I Play A Big 


Part In Everyday Business” 


To me the work is interesting. I 
feel that I play such a big part in 
everyday business of many of our 
large concerns, as the responsibility 
of handling the funds of these com- 
panies efficiently and satisfactorily 
lies in my hands and those of my 
co-workers. 

There are many departments in a 
commercial bank, each responsible 
for a different phase of banking, but 
each working in close conjunction 
with the other. 

I think today a better chance than 
ever before beckons young people 
to enter this field. They have every 
opportunity to advance into some 
responsible position while - still 
young. 


July, 1949 


I enjoy my work and intend to 
follow it through and remain with 
my present bank for years to come, 
even till retirement age if I con- 
tinue to progress as I have already. 
Ernest Lounges, American National 
Bank and Trust Company, Chicago. 


Banking Is A Permanent Job. 
It Is Not Seasonal 


I feel that banking not only offers 
pleasant working conditions but it 
also gives employment security in 
that, unlike industry, it is not sea- 
sonal and seems to be last affected 
by recessions.— Margaret Parker, 
National City Bank, Cleveland, 
Ohio. 


When I entered the field of bank- 
ing, I did it because I needed a job 
and the one being offered sounded 
good. Since then, I have learned 
quite a lot about banking and, if I 
ever change jobs, it will be to an- 
other bank. 


Banking offers a variety of posi- 
tions to suit almost every type of 
person. Then, too, there are quite a 
few advantages, such as more paid 
holidays, bonuses, cost-lunchrooms, 


insurance, hospitalization and a 
chance to become more familiar 
with your work through the Ameri- 
can Institute of Banking. 


There is usually a good class of 


people working in banks, too, and 
it is easy to meet nice people there. 

Another thing about banking is 
that it touches every other field of 
business. Without a sound system of 
banking, no other field of business 
would be sound. It makes you feel 
that you have some small part in 
helping others in this respect.— 
Angela J. Cortinn, City National 
Bank and Trust Company, Chicago, 
Tl. 


Office Management 
And Control 


By George R. Terry, Ph. D., School 
of Commerce, Northwestern Uni- 
versity, and management consult- 
ant, Chicago, Ill. 808 pages, cloth 
binding. Price $6. Published by 
Richard D. Irwin, Inc., Chicago, Ill. 


The aim of this book is to present 
the fundamental principles and suc- 
cessful practices used in getting of- 
fice work accomplished, The domi- 
nant thought throughout has been 
to develop an understanding of, 
and to focus attention upon, the 
successful performance of necessary 
office activities and to provide office 
services to the rest of the organiza- 
tion within reasonable expenditures 
of time, effort, and money. The 
viewpoint taken is that of a man- 
ager. 

The material is arranged in logi- 
cal sequence. The pattern is briefly 
1. to furnish the required back- 
ground and point out the funda- 
mental considerations in the field of 
office management; 2. to provide 
and arrange the physical units 
which are used by office people; 
3. to relate the more important as- 
pects of office work; 4. to discuss the 
important activities of office per- 
sonnel; and 5. to present the various 
controls used in the office in order 
to achieve the objective within rea- 
sonable limits. 

The contents of the book are, 
therefore, divided into parts accord- 
ing to the foregoing pattern, with 
relevant chapters under each main 
heading. The interdependency of all 
managerial activities is noted, and 
the basic principles of office man- 
agement are woven throughout the 
entire book. 





Court Decisions Protect Banks 


In These Four Types Of Disputes 


A study of legal decisions shows how a bank may pro- 
tect itself in four common types of customer services. 


By JOHN I. HAYWARD 


Assistant Vice-President 
First National Bank, St. Louis, Mo. 


ROM a practical standpoint, a 

bank’s compliance with the 
statutes does not always result in 
protection to the bank and satisfac- 
tion to the customer. For example, 
the laws of Missouri provide that 
“every bank shall preserve all of its 
records of final entry, including 
cards used under the card system 
and deposit tickets, for a period of 
at least six years from the date of 
making the same or from the last 
entry thereon.” Here is an example 
where mere compliance with this 
statute would have been, at the 
least, very embarrassing to our bank 
and might have cost us considerable 
money. 

Some years ago, the late Judge 
O’Neil Ryan, a former circuit judge 
in St. Louis, submitted to us a sav- 
ings pass book showing .a sizable 
deposit over 20 years old found in 
the effects of a deceased person. He, 
naturally, made demand for the 
amount involved. Our current rec- 
ords (active and dormant) showed 
no live account. There are no statu- 
tory provisions for publishing un- 
claimed balances by a National 
bank; therefore, when called upon 
by the proper owner or his admin- 
istrator, the bank must account for 
the amount involved or prove prior 
payment. 

Fortunately, we found in our 
warehouse a special withdrawal re- 
ceipt covering payment of the 
amount involved, signed by the 
owner, bearing a date 15 years 
prior, containing an affidavit of lost 
pass book and an indemnity agree- 
ment protecting us in the premises. 
Judge Ryan was satisfied; but I feel 
sure that in the absence of such 
proof, he would have sued for pay- 
ment. Our records saved us both 
money and good will. 

Hardly a day passes that we are 


What The Bank Does To 


Insure Protection 


1. Careful preservation of lost 
passbook records saved this 
bank from paying a large 
amount when the passbook was 
found after the death of the de- 
positor. 


2. A bank avoids liability 
when it closes an undesirable 
account if it gives sufficient 
notice of its intention to close the 
account and issues a draft to the 
depositor for his legal balance. 


3. A bank is safe only when it 
pays a trusteed account to the 
trustee and not to the beneficiary 
unless the trustee has died. If the 
deposit is paid to the beneficiary 
after the death of the trustee, the 
bank should take a receipt for 
the amount and preserve it care- 
fully. 


4. A bank protects itself on 
joint accounts when it makes cer- 
tain that the intention of the joint 
depositors is clearly expressed 
in the contract signed at the time 
of opening the account. 





not asked some question by a corre- 
spondent concerning various types 
of accounts and their legal aspects. 
A frequent question is: “Is a bank 
compelled to accept the account of a 
person with whom it prefers not to 
do business?” 

The relationship of banker and 
depositor is entirely voluntary, It is 
created by mutual consent and the 
bank may choose those whom it de- 
sires to accept as depositors. 

By the same token, a bank may 
close an undesirable account at any 
time if it gives reasonable notice 
of its action to the customer and 
provided there is no specific agree- 


ment to the contrary. No special 
form of notice is required to close 
an undesirable account, but the bank 
should notify the customer of its 
intention. It should, at the same — 
time, refuse further deposits and 
should, at the closing of the account, 
pay the amount on deposit to the 
customer. It is, however, essential 
that a customer be given sufficient 
notice of the intention to close the 
account to enable him to protect his 
credit. What would be reasonable 
notice would be a question of fact 
in each case. 

It is apparently a well-settled 
point of law that a minor in lawful 
possession of his own money may 
deposit it and withdraw it, and that 
a bank by accepting such deposits 
assumes no liability. 

It is generally held that a parent 
who has not been appointed guar- 
dian of his minor child’s property 
has no authority over the minor’s 
bank account and thus, ordinarily, a 
bank may disregard a stop-pay- 
ment order given by the parent. 

In some cases, and particularly 
with respect to a child of tender 
years, it is well to suggest a volun- 
tary trust account in the name of an 
adult trustee: for example, “John 
Doe, Trustee for Richard Roe.” 

Sometimes such accounts are re- 
stricted so as to be paid to the bene- 
ficiary upon his or her majority, 
thus raising the question: ‘May the 
bank, during the life of the trustee, 
pay the funds to Richard Roe when 
he becomes of age?” 

In such a situation the weight of 
opinion is that during his life the 
trustee and not the beneficiary is 
the depositor. Thus the bank can 
discharge its obligation only by 
payment to the depositor, and in 
the absence of a statute or a court 
order to the contrary, such pay- 
ment would be proper. In many 
states, including Missouri, the bank 
is authorized by law, upon the death 
of the trustee, to pay the money to 
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the beneficiary and to take a receipt 
therefor. 

Joint accounts are usually be- 
tween two persons, payable to either 
or the survivor. In practice, banks 
generally incorporate a contract in 
the signature card, regarding both 
owners and bank. This should al- 
ways be done. 

Joint accounts can become quite 
vexatious when a disagreement oc- 
curs between the tenants, and one 
tenant notifies the bank not to pay 
the other. This situation is ordinar- 
ily covered by statute, and upon 
receipt of proper notice, the bank 
should restrict the withdrawal of 
the funds, and immediately notify 
both tenants that payment will be 
made only against orders signed 
jointly by the tenants, pending an 
adjustment of their differences. 

Most people think of joint and 
survivorship accounts as a “cure- 
all,” and, to some extent, that is 
true. However, in many states, and 
Missouri is one, it is necessary to 
obtain a Tax Waiver before pay- 
ment to the survivor of any joint 
and survivorship accounts, opened 
within two years prior to the death 
of one of the tenants. The taxing 
authorities, living up to their repu- 
tation as “tax hounds,” and in an 
effort not to “overlook a bet,” have, 
by departmental ruling, extended 
the requirements to all such ac- 
counts regardless of the date of 
opening on the basis that they are 
entitled to know—and incidentally 
to tax—any sizable funds that may 
have been washed through the ac- 
count in anticipation of death. 

The mere creation of a joint ac- 
count does not, of itself, vest title 
in the survivor. There must be a 
definite intent to transfer a present 
interest, because a transfer which 
is to take effect only at death is 
testamentary and can be made only 
by will. Thus in any contract estab- 
lishing a joint and survivorship ac- 
count, care must be taken that the 
contract specifically creates a pres- 
ent interest in the account; other- 
wise the survivorship may fail. 

Apart from statutes creating con- 
clusive presumptions as to title, the 
various courts apply the law of 
gifts, trusts, joint tenancies and 
contracts, in determining whether 
the survivor has acquired title. Un- 
der each theory, the intention of 
the person owning the money prior 
to and at the time of the deposit is 
of primary importance. Consequent- 
ly, make every effort to see that the 
intention is clearly expressed at the 
time the account is opened. 


July, 1949 


Machines Simplify Transit Work 


This bank makes use of an IBM Distribution machine 
and Recordak and thus avoids the necessity of put- 
ting any description of the checks on a cash letter. 


Wire (giving name of our indorser) 
geld Yom use of missing, irregular or unsati 
Wire Non 
os 


lactory i 


t of all items of $1,000 or over, except those not 
indorsemen| 


on their face “Do 


t bearing 
payment” accompanied by the A. B. A. transit member of tite bank er of 6 


not protest items of $500 or leas. Protest dishonored items of $500.01 or over except those bear- 
mR (N. P. 70-69) or similar stamp of a preceding bank indorser. 


The First National Bank of St. Louis 


St. Louis, Missouri 


The MILLIKIN NATIONAL BANK of DECATUR, Illinois 





Instructions are printed on a window envelope which makes special 
cash letter forms unnecessary. 


By H. F. NALEFSKI 


Auditor 
Millikin National Bank, Decatur, Ill. 


E HAVE found that it is en- 

tirely unnecessary to enter 
descriptive matter of the items con- 
tained in a transit letter when we 
use an IBM Proof and Distribution 
machine for listing, and a Recordak 
for photographing the items in each 
letter. 

The process we use is as follows: 
Compartments in the distribution 
machine are set aside for each 
correspondent and, as the checks are 
listed, they are sorted into the 
proper compartments. When all of 
the checks for each bank are in the 
compartment, we remove them, 
tear off the tape for the compart- 
ment and inclose it in a window en- 
velope. This envelope has the cash 
letter instructions printed on it. The 
tape has the list of items and the 
total of the letter. 

Before the items are placed in 
the mailing envelope, together with 
the envelope containing instructions 
and the tape, they are run through 
a Recordak which photographs both 
the front of the check and the back. 
Thus on the film is information as 
to the name of the bank to which 
the cash letter is mailed, the date 
on which it is mailed, and a photo- 
graph of every item in the mailing. 


Inasmuch as the instructions can- 
not be printed on the tape, which 
we take from the IBM machine, we 
print the instructions on the en- 
velope in which the tape is inserted. 
We use a window envelope in order 
that the bank receiving this mail- 
ing may realize what is in the en- 
velope and will not overlook the 
tape. 

If we ever have occasion to look 
up an item in any letter, all we need 
to know is the name of the bank on 
which the check was drawn and the 
date on which we mailed the letter 
to that bank. We then quickly find- 
the photograph of the check and the 
indorsement. That enables us to 
know how to charge back accurately 
and quickly any dishonored items 
to the depositor from whom we re- 
ceived them. If we received them 
from another bank, we can deter- 
mine that by reading the bank’s 
stamp which is in the photograph. 

This technique saves us a great 
deal of time in writing transit let- 
ters and also saves us a tremendous 
amount of time in looking up dis- 
honored items. If a bank wires us 
that an item has been dishonored, 
we can get complete information 
from our film promptly. 

All of this is very much less ex- 
pensive than our old method which 
required the transit clerk to write 
a description of each item on the 
cash letter. 


The entire country can be served with real estate loans if each bank with a surplus 
will share that surplus with others where fewer mortgage loans are available. 


42.15% Of Deposits In Loans— 
Many Mortgage Loans Sold To Others 


This bank makes every good mortgage loan it can find. It sells its sur- 
plus to other banks and to mortgage brokers but makes the collections. 


By GUY E. POOLEY 


President, Ecorse-Lincoln Park Bank 
Lincoln Park, Mich. 


UR bank is in a community 
() which has experienced con- 

siderable growth during the 
past several years. We have been 
called on to make more mortgages 
than we have mortgage money 
available. We have, therefore, found 
it necessary from time to time, in 
order to care for the mortgage re- 
quirements of our communities, to 
dispose of some of the seasoned 
mortgages in our portfolio. On these 
sales we always retain the servicing, 
in order to keep the contacts with 
our customers. 


Sales Of Mortgage Loans Were First 
Made Through Mortgage Brokers 

Our first sales were made through 
mortgage brokers. We are now serv- 
icing mortgages from Maine to Iowa. 

About three years ago, some of 
our neighboring banks in Michigan 
and Ohio became familiar with our 
mortgages. They contacted us, and 
we have been selling mortgages to 
these banks directly. We have sup- 
plied one bank with mortgages on 
three different occasions during the 
last three years. 


Most Surplus Mortgage Loans Are 
Now Sold To Other Banks 


We are still selling mortgages 
through mortgage brokers to a 
limited extent. However, more and 
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more of our mortgages are being 
sold direct to banks in our own state 
and in northern Ohio. 


Complete Information Is Provided 
To Prospective Purchasers 

We submit the following prelim- 
inary papers to our prospective pur- 
chasers: 

Survey 

Mortgagor’s Application 

Credit Report 

F. H. A. Commitment 


| Pr 


A Photograph Of The Mortgaged 
Property Is Provided 


The survey includes a picture of 
the house, and the application and 


credit report give credit information 
regarding the borrower. 


The most important job of any- 
one in a bank who manages em- 
ployees is to get each one into the 
kind of work for which he has a 
natural capacity. 


How Every Good Loan Is Made No Matter 
How Great The Demand 


ome loans have been sold through mortgage brokers. 


. Many are sold to neighboring banks. 


. An F.H.A. Commitment is provided with each mortgage sold. 
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for less money... 


Overhead mounting? Here’s ome economy... Monroe’s new 8 column electric 
adding machine, with direct subtraction and automatic credit balance. Junior 
partner of outstandingly successful Model 410, offers the same brilliant per- 
formance...the same cost-paring efficiency...at budget price! ‘“Velvet Touch’’ 
keyboard and eye-easing colors combine to score new highs in ease, speed, 
quiet... new lows in operating tension and fatigue. Flexibility...versatility... 
ample capacity for wide field of adding and listing work. Backed by the 
Monroe-owned, nation-wide, factory-trained sales and service organiza- 


tion. See it! Monroe Calculating Machine Company, Inc., Orange, N. J. 
Monroe Adding-Listing Machine (408-11-011) 


CALCULATING - ADDING - ACCOUNTING MACHINES 











N Correspondent Banks Are Helped 
By A City Bank’s Library 


By ELIZABETH W. OWENS 


Librarian, Mercantile-Commerce Bank and 
Trust Company, St. Louis, Mo. 


bank’s customers, and its cor- 

respondent banks is the pri- 
mary function of the library at Mer- 
cantile-Commerce Bank and Trust 
‘Company in St. Louis. To get the 
“right book to the right person at 
the right time” is the guiding prin- 
«ciple for the members of the library 
-staff, as they endeavor to furnish 
information of pertinent interest to 
those who ask questions and to those 
whose questions they anticipate. 

This kind of assistance is given 
‘daily to the bank staff and the 
library gladly renders the same 
‘kind of service to its correspondent 
\banks. 

The bank library does, in a small 
way, everything that is done in a 
public or general library, such as 
reference work, book ordering, cat- 
aloging, filing, clipping, and com- 
piling bibliographies. 

Our library contains 6,000 vol- 
umes. The major portion of them 
are on banking, business, legal, and 
industrial subjects. In the general 
reference collection, there are such 
indispensable aids as the various 
Who’s Whos, Almanacs, books of 
quotations, government and state 
manuals, hotel directories, tele- 
phone, City and Bankers directories, 
Thomas Register of Manufacturers, 
the Moody and Poor’s Services. Two 
general indexes, the Industrial. Arts 
and Public Affairs Information 
Service are used. 

Our most valuable sources of in- 
formation are the files of banking 
periodicals. Mercantile-Commerce is 
especially proud of its file of Com- 
mercial and Financial Chronicles 
which have been bound since 1876. 
Others in this collection are Bankers 
Monthly, Bank and Quotation Rec- 
ord, Federal Reserve Bulletin, 
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) bank's to the bank staff, the 


Banking, Treasury Bulletin, Bank- 
ing Law Journal, Bulletin of the 
Robert Morris Associates, Trusts 
and Estates, and Trust Bulletins. 
These are supplemented by Fortune, 
Survey of Current Business, Journal 
of Accountancy, and The Wall Street 
Journal, which has been bound since 
1935. 

In the newspaper files, there are 
the four St. Louis dailies, “Chicago 
Journal of Commerce,” “New York 
Times,” “New York Journal of Com- 
merce,” and ‘‘London Times” which 
are retained for a period of three 
months. The American Banker and 
Barrons are kept unbound indef- 
initely. 

In the magazine files, there are 
159 titles which are kept in Maga- 
file boxes for one year. At the end 
of that time, they are bound or dis- 
carded. However, unbound files are 
retained of such magazines as the 
Economist, Business Week, and 
Railway Age, which are indexed in 
Industrial Arts, and files of the Fed- 
eral Reserve letters from each of the 
twelve districts which are indexed 
in Public Affairs Information Serv- 
ice. 

These sources are a gold mine of 
information for the busy visiting 
banker who has only a few hours to 
spend on some subject of special 
interest to him. When a correspond- 
ent banker comes in personally, a 








Eight Services Offered 
Correspondent Banks By A 
City Bank Library 


1. Bibliographies prepared. 
2. Inter-library loans arranged. 


3. Students at graduate schools of bank- 
ing assisted with material. 

4. Latest books in fields of interest to 
bankers reviewed and recommended. 


. Reference work performed whenever 
necessary. 


. Clipping service made available. 
. Directory facilities offered. 
. Help given in establishing a library. 
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member of the library staff works 
with him by citing references, get- 
ting clipping material from the 
pamphlet and newspaper file, or 
calling other libraries to aid him in 
getting the information he desires. 

More often, correspondent bank- 
ers write for assistance on al] the 
usual banking subjects. A number 
of requests have come for books or 
pamphlets dealing with employee 
management, on-the-job training, 
and job evaluation. 

One banker from a small town in 
Texas, runs a one-man A.I.B. Each 
year he teaches one or two banking 
courses with the help of books, 
pamphlets, and periodical material 
sent to him by this library. 

A bank in Mississippi wished to 
remodel and the officers were very 
grateful for pictures, plans and ar- 
ticles we were able to send them. 

A correspondent in New Mexico 
desired blue prints of an old Missis- 
sippi river boat. This entailed a 
great deal of correspondence. The 
exact plans were located in the col- 
lection of a retired river boat cap- 
tain. 

A Kansas banker asked aid in 
locating a certain type of hinge 
which he had purchased in Indiana 
some years ago. 

A list of accredited schools in the 
St. Louis area was compiled for a 
customer in Mexico. 

The men from the correspondent 
banks who are students in the vari- 
ous graduate schools of banking are 
avid users of our library. They find 
here many of the theses written by 
graduates of the School of Banking 
at Rutgers University. This collec- 
tion has proved a valuable asset 
since these studies are written on 
current banking topics by bankers. 

Bibliographies are prepared for 
correspondent’s officers who request 
them so that they can get the mate- 
rial in their own localities, if pos- 
sible. Books are sometimes pur- 
chased for the students and many 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


Hundreds of banks in thousands of cases use our 
Field Warehouse Service to secure millions of 
dollars in Warehouse Receipt Loans against in- 
ventory stored right on their customers’ own 
premises. It enables them to extend maximum 
credit with minimum risk. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bidg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bidg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. ¢ 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. » Keystone Bidg., 
Pittsburgh 22, Pa. » 425 East 8th St., St. Paul 1, Minn. « 243 Kearny St., San Fran- 
cisco 8, Calif. * 222 Spring St., Shreveport 69, La. « University Bldg., Syracuse 2, N.Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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In this bank the library has been made an integral part of service facil- 
ities. It serves local customers, personnel, and correspondent banks alike. 


inter-library loans are arranged in 
St. Louis or other cities in an effort 
to help the men in the preparation 
of their graduate theses. 

Many times, bankers ask for rec- 
ommendations or reviews of busi- 
ness books. They are eager to know 
what pertinent government mate- 
rial is available to them as well as 
the names of subjects covered by 
many of the excellent bank letters. 

The library works very closely 
with the men in the Correspondent 
Banks Department. The library 
handles the clipping service for the 
entire bank. The newspapers are 
read carefully and material inter- 
esting to officers is clipped, mounted 
and sent to those interested at once. 

For the officers in the Correspond- 
ent Banks Department, articles con- 
cerning recent appointments, deaths 
of personnel and bank changes in 
each one’s correspondent bank area 
are clipped and sent to them. Sub- 
scriptions to most of the state bank- 
ing magazines are maintained. 
These magazines are scanned regu- 
larly and articles marked for the 
officers’ attention, perhaps to call 
attention to a commodity or .indus- 
trial development within the range 
of certain correspondent banks. 

A list of all bankers meetings, and 
when and where scheduled, is pre- 
pared in the library and kept posted 
within eye-reach of the telephone, 
for very often the correspondent 
bank men want just such a list be- 
fore they catch the train for a week 
or two of traveling. 

Easily accessible to the telephone 
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are out-of-town telephone direc- 
tories and City Directories. If the 
directory asked for is not on the 
shelf, a quick call by the library 
to the Polk-Gould Directory Com- 
pany, which maintains in their St. 
Louis office a file of directories of 
most cities, can supply the informa- 
tion. Officers from correspondent 
banks, when in St. Louis, frequently 
stop in to use these directory facil- 
ities. 


Magazines Checked By Officers 
Once A Year 


Once a year, a list of all period- 
icals received is sent to officers and 
department heads who check those 
they wish to see. Subsequently, 
routing slips are mimeographed 
with the names of those requesting 
each periodical. When the newspa- 
pers and magazines are received in 
the library, the routing slips are 
attached and the periodicals deliv- 
ered to the first person on the list. 
After circulation, the periodicals 
are returned to the library for clip- 
ping, discarding, or retention. 

When this library was organized 
in 1936, one of the reasons for its 
birth was an economy measure. A 
survey was made and it was ap- 
parent that a great deal of duplica- 
tion could be eliminated by central- 
izing all periodicals and services in 
one department. In order to elimi- 
nate unnecessary duplication, the 
Library Committee, which consists 
of six senior vice presidents, checks 
the entire list of periodicals and 


services once a year. No new serv- 
ices are ordered without the con- 
sent of this Committee. This avoids 
unwise expenditures. 

Mercantile-Commerce has a sin- 
cere interest in assisting other banks 
which may desire to start libraries 
of their own. In the past few years, 
it has helped several banks to estab- 
lish libraries. In one case, a senior 
vice president visited the library, 
attended a meeting of the Library 
Committee, learned its functions 
and its duties and discussed costs, 
salaries and equipment with the 
Chairman of the Library Commit- 
tee. 

In another case, material on bank 
library organization was sent to the 
interested bank by Mercantile- 
Commerce and it was supplemented 
by additional aid from the Head- 
quarters of the Special Libraries As- 
sociation in New York. Later, the 
librarian came to St. Louis and 
spent some time in the bank library, 
comparing problems and policies. 

Our bank considers the library a 
valuable part of its service facilities 
as well as a good public relations 
medium. The work of the library be- 
gins when a book or other material 
is requested and does not end until 
the correspondent banker or staff 
member is in possession of the mate- 
rial requested. This theory of service, 
though sometimes difficult to pur- 
sue, is appreciated by those served 
and has paid tremendous dividends 
in friendship both inside and out- 
side of the bank. 


BANKERS MONTHLY 





[na stibmarean dst more banks 


voice their approval of 
BURROUGHS COMMERCIAL 
TELLER’S MACHINES 


In 46 states, 1300 banks are using 
Burroughs Commercial Teller’s 
Machines to reduce lobby lines. . . 
save time in teller proving . . . win 
customer approval as modern institu- 
tions. Learn how easily you can add 
this important asset to your bank. 


Call your local Burroughs man today. 





Four Ways 
Employees 


NE of our well-known psy- 
QO chologists recently stated that 

there are four desires in 
every human being which, when 
satisfied, make for increased effi- 
ciency. He pointed out that when 
employers satisfy these four desires, 
they are not only making the em- 
ployee happy but they are benefit- 
ing the institution to the extent that 
each employee does a better job. 

The four desires are these: 


1. To be noticed by employer 
or supervisor. 


. To be considered important 
by those above. 


. To successfully complete 


each undertaking. 


. To be recognized by praise 
of some kind when success 
has been attained. 


| If an employee passes the desk 
of an officer several times a day 
without the officer noticing him, he 
is likely to feel less enthusiastic 
about his work. He is likely to de- 
velop the feeling that he is on more 
or less of a temporary job and not 
entering upon a life’s career. 

Some bank officers make it a point 
to notice everyone, not only em- 
ployees but customers and others 
whom they pass on the street or 
meet on any occasion. This is a good 
habit, for it not only satisfies one of 
the desires of employees but also 
satisfies the same desire in the 
makeup of customers and local resi- 
dents. 

In an article published on page 16 
of February 1948 Bankers Monthly, 
an employee of the First National 
Bank of Windom, Minn., stated 
that employees in this bank are 


To Help Bank 


Become More Useful 


noticed by the chief executive of- 
ficer. The president is the first one 
in the bank in the morning and 
greets every employee by his first 
name when he comes to work. 

In addition to that, meetings of 
employees and officers are held 
twice a month at which employees 
are made to feel that they are work- 
ing with officers rather than for 
them. Frank discussiens engage the 
group at these meetings, in which 
employees are encouraged to say 
anything they wish regarding the 
phase of the work under discussion. 
Very often, good ideas result from 
these discussions which improve the 
work. 


While it is important in any 

institution, of course, to have an 
understudy for each job so that if 
a person is ill or absent the work 
can go on uninterruptedly, it is 
necessary to make every employee 
feel important. Certainly all phases 
of bank work are important not only 
to the institution but to the whole 
community. Anything that can be 
done to help an employee realize 
that his work is more important 
than many other kinds of work is 
sure to be an inspiration to that em- 
ployee. 

Some banks follow the plan of 
having a name plate on the desk or 
at the cage of every employee who 
meets the public. The name plate in 
itself gives the employee a certain 
amount of satisfaction in his desire 
to be considered important. The 
name plate sets him apart as some- 
one who is to be consulted. 

A number of banks not only en- 
courage employees to make sugges- 
tions for improvements in their 


work of the bank, but have a formal 
suggestion plan which stimulates 
employee suggestions continuously 
and gives recognition for those sug- 
gestions which prove to be useful. 
In many cases, cash prizes are 
awarded for all suggestions that can 
be used by the bank. Every person 
who receives such a prize certainly 
feels that he is considered to be 
important. 


Surely every normal being de- 

sires to succeed with everything 
he undertakes. When he receives a 
bonus of some kind from the bank, 
he recognizes that as a reward for 
success. Some banks have a plan of 
giving special salary consideration 
for work exceptionally well done. 
That is evidence of success. 


Above all, everyone desires to 

be recognized by praise when he 
does turn out good work. At the 
First National Bank of Windom, 
Minn., a special mention is made at 
the semimonthly staff meeting of 
extra work being done by any em- 
ployee. Naturally, everyone strives 
to do his work so well that he will 
be mentioned in one of these meet- 
ings. 

When management realizes that 
this recog;nition is important, it is 
not very difficult to discover good 
work being done by almost anyone 
in the bank. It isn’t necessary for 
the employee being praised to have 
done a certain job better than any- 
one else in the institution. If he does 
his work today better than he did it 
a month ago, that is worthy of 
praise. 

The psychologist who made this 
list has provided a splendid basis 
for improved work in banks. 


Advancements Encourage Personnel To Stay In Banking 


One of the assistant cashiers, 
after 52 years with a bank, will 
soon be placed on retirement. Now 
watch what happens: 

1. The chief clerk moves up to 
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get an opportunity at the retiring 
assistant cashier’s work. 


2. The manager of the Savings 


Department becomes chief clerk. 


3. A savings teller moves in as 
manager of the Savings Depart- 
ment, 

4. A bookkeeper becomes a sav- 
ings teller. 
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Pitney-Bowes’ 
new baby! 


DM 


...a postage meter 
for everybody! 




























@ The DM is about the size of a telephone, takes 
little desk or table space. But it’s a real postage 
meter ...makes mailing quick and easy. 


@ Prints the exact postage needed directly on the 
envelope ... plus a dated postmark and a small 
advertisement (optional). 


@ Set a dial for the stamp value wanted for any 
class of mail, press the lever—and that’s all! Never 
run out of needed stamp denominations. And no 
more bother with adhesive stamps, or stamp licking! 


@ Pass the envelope flap through the moistener 
and it’s ready for sealing. 


@ A small container of gummed tape, fitted in 
place instantly, permits the DM to print postage 
on tape for parcel post, extra bulky pieces, etc. 


@ Protects postage from loss or theft . .. shows the 
amount used and on hand, on visible counters. 


@ The DM has smart design, good looks... costs 
little to use, is well worth the convenience—in any 
bank, large or small! Ask any PB office to show 
you...or write for free descriptive folder. 


Pitney-Bowes, Inc. 
= 3891 Pacific Street, Stamford, Conn. 


Originators of the postage meter . . . largest makers 
of mailing machines . . . offices in 
93 cities in U. S. and Canada. 
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The word “Rails” is most likely 
to be heard in which depart- 
ment? 


a. Investment; b. Safe deposit; ¢. Legal. 


If a bank started the day with 

total deposits of $1,000,000; re- 
ceived $100,000 in additional de- 
posits; had $100,000 in total with- 
drawals, that is, clearings and 
transit checks; and made that day 
$120,000 in commercial loans, what 
would its total deposits be at the 
end of the day, assuming that there 
were no other transactions? 


a. $1,000,000; b. $1,120,000; ¢. $2,120,000. 


Which of the following words 

is most likely to be heard in 
connection with the work of the 
Safe Deposit department? 


a. Transit number; b. Stop payment; ¢. Key. 


Which of the following words 

is most likely to be heard in 
connection with the work of the 
Trust Department? 


a. Dual; b. Clearings; ¢. Administrator. 


53 Which of the following titles 
of articles did you see in a re- 
cent issue of Bankers Monthly? 


a. ABA Considers The Promotion Of A Mov- 
ing Picture Show; b. Specific Cases Show 
Advantages In Financing Farm Operations 
Direct; c. All Banks In lowa Have Agreed 
To Refuse To Cash All Checks For Strangers. 


fa There are four kinds of cur- 

rency. A $5,000 bill might be 
only one of the following. Which 
one? 


a. State Bank Note; b. 


Federal Reserve 
Note; ¢. Silver certificate. 


wa A customer said, “I forgot my 
vault key. Will the safe deposit 
man open my box for me? I haven’t 
time to go home after my key.” 
Which is the correct answer? 


a. The safe deposit man’s name is Mr. 
Lowell. Just ask him and | am sure he will 
be glad to open it for you; b. If you will 
sign on our entrance ticket the watchman 
will know that you are the owner of the 
box because he has your signature on 
a card. Then he'll open the box for you; 
¢ | am sorry but it is impossible for any- 
one to open your vault box without your 
key. You have the only key to that oe. 
The key which the bank inserts with yours 
is is a guard key. It is not a pass key. 


Circle the letter preceding the 
answer you think is correct in each 
case. Score yourself as follows: 


Correct answers 


18, 19, 20 
15, 16, 17 
12, 13, 14 
8, 9, 10, 11 
5, 6, 7 

1, 2,3, 4 


Score 


Very Superior 
Superior 

Good 

Average 

Poor 

Very Poor 


(Answers on page 42) 


In which of the following de- 

partments of a bank are the 
initials N.C.R. most likely to be 
heard? 


a. Savings window; b. Collateral; ¢. State- 
ment. 


If a note dated Oct. 1 and dis- 
counted by the bank on Nov. 1 
read “Ninety days after date, I 
promise to pay »’ when would 
the note be due? 
Assume that the due date is not 
a holiday. 


@. Dec. 30; b. Jan. 1; ¢. Feb. 1. 


In which city is the Federal 
Reserve Bank of the 7th Dis- 
trict? 


a. Atlanta; b. Chicago; ¢. St. Louis; d. Min- 
neapolis; e. Kansas City. 


Which of the following is an 
incorrect statement? 


a. After all, banking is a business of risk 
and if no risk is ing taken, it is not 
operated to the full extent of its opportu- 
nities; b. There would be no benefit to 
banks if checks were all made the same 
size. 


sk] Which of the following types 

of insurance should be carried 
by a lumber yard which borrows 
from your bank if the bank is to 
have complete protection? 


a. Fire (Reporting Cover); b. Explosion; 
c. Deferred Payment. 


If the interest on $1,000 for 
one month was $3.33, at which 
rate was it computed? 
a. 4%; b. 5%; ¢. 6%. 


From which law is the follow- 

ing statement taken? “Such 
board of directors shall be selected 
as hereinafter specified and shall 
consist of nine members, holding 
office for three years, and divided 
into three classes, designated as 
classes A, B, and C.” 


a. Negotiable Instruments Law; b. The Fed- 
eral Reserve Act; ¢. Banking Act of 1933. 


If a bank has loaned all that 

it is wise to lend of its own 
assets, which of the following meth- 
ods could be used to take care of 
good local borrowers? 


a. It could place some loans with its city 
correspondent; b. It could make an assess- 
ment against its directors; ¢. It could re- 
quire its depositors to increase their de- 
posits. 


In which department of a bank 
would you be most likely to 
see a vault ventilator? 


a. Vault; b. Workroom; c¢. Teller’s cage. 


If you and your father had a 

bank account with the word 
“or” between your two names, you 
would each have the right to make 
withdrawals without the signature 
of the other. Which of the following 
best describes that account? 


a. Accommodation account; b. Partnership 
account; ¢. Alternate account. 


1] Which of these names is most 
likely to be heard in most any 
bank in the U. S.? 


a. Downey; b. Riddeli; ¢. Deister. 


Which of the following articles 

would be most likely to be 
found in a safe deposit booth after 
a box renter had left? 


a. Stock certificate of Alabama Mills, Inc; 
b. Atemizer; ¢. Cash letter. 


An Industrial Bond owned by 
a customer would most likely 
be found in the bank in which de- 
partment? 
a. Collateral; b. Savings; ¢. Bookkeeping. 
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eo» SO YOU'LL HAVE 
SMOOTHER WRITING! 


its city 

id t0- This man’s job is to test every run 
of Hammermill Safety to see that it 
has been properly sized to meet 


Hammermill’s standards of writability. 


It is only one of the 18 exacting 

laboratory tests that this fine check 

paper must pass before it reaches 

you. This precise quality control is 

possible because Hammermill Safety is 

produced in one mill under the control 

of expert technicians. It guarantees the uni- 

formity of Hammermill Safety . . . in smooth 

writing surface, protective qualities, color and strength. 


Send for sample book of Hammermill Safety in a variety of 
colors and three pleasing background patterns. No salesman will call. 


GIVE YOUR CHECKS THE ADVANTAGES OF THE “BEST KNOWN NAME IN PAPER” 


Hammermill Paper Company ; 
1505 East Lake Road, Erie, Pennsylvania 


Please send me — FREE — a sample book showing 
HAMMERMILL SAFETY. 


Position. 


Name 
(Please attach to or write on your bank letterhead) 


MANUFACTURED BY HAMMERMILL PAPER COMPANY. ERIE PA FOUNDED 1898 


July, 1949 19 





Banking Holidays By States 


JULY-DECEMBER, 1949 


Light figures are Sundays. Black figures are other holidays. { All banks 
closed on Saturdays throughout year. (s) Permissive Saturday Closing Law 
in effect. “* Closed on Saturdays during June, July, August and September. 











STATES : AUGUST SEPTEMBER OCTOBER NOVEMBER DECEMBER 
ALABAMA 3,4,10,17,24,31 |  7,14,21,28 4,5,11,18,25 | 2,9,12,16,23, 30 6, 11, 13, 20, 24, 27 4, 11, 18, 25, 26 
ARIZONA 3, 4, 10, 17, 24, 31 7,14,21,28 | 4,6,11,18,25 | 2,9, 12, 16,23, 30 6, 11, 13, 20, 24, 27 4,11, 18, 25,26 
ARKANSAS 3, 4, 10, 17, 24, 31 7, 14, 21, 28 | 4,6,11,18,25 | 2,9, 16,23, 30 6, 11, 13, 20, 24, 27 4, 11, 18, 25,26 


CALIFORNIA (s) 3, 4, 10, 17, 24, 3 7, 14, 21, 28 4, 5, 9, 11, 18, 2 2, 9, 12, 16, 23, 30 6, 11, 13, 20, 24, 27 4, 11, 18, 25, 6 























COLORADO 3,4,10,17, 24,31 | 1,7,1421,28 | 4,6,11,18,25 | 2,9,92,16,23,30 | 6,19, 13, 20,24, 27 4,11, 18, 25,26 














CONNECTICUT ( (s 3,4,10,17,24,31 | 7, 14,21, 28 4, 5 11,1825. | 2,9, 12, 16,23, 30 | 6,11, 13, 20, 24, 27 4, 11, 18, 25,26 








“DELAWARE (s 3, 4,10, 17, 24, 31 | 7, 14, 21, 28 4, 5. 11,1825 | 2,9,92,16,23,30 | 6,99, 13,20, 24,27 4, 11, 18, 25,26 





DISTRICT oF COLUMBIA 3,4,10,17,24,31 | 7,14,21.28 | 4,6,11,18,25 | 2,9,92,16,23,30 | 6,91, 13, 20,2427 4, li, 18, 25,26 





FLORIDA (s) 3, 4, 10, 17, 24, 31 7,14,21,28 | 4,6,81,18,25 | 2,9,92,16,23,30 | 6,19, 13,20,24,27 4, 11, 18, 25, 26 


| 4,5, 11, 18, 25 2,9, 12, 16,23, 30 | 6,11, 13, 20,24, 27 4, 11, 18, 25, 6 
IDAHO 3, 4,10, 17, 24, 31 7,14,21,28 | 4,6,11,18,25 | 2,9, 16,23, 30 6, 11, 13, 20, 24, 27 4, 11, 18, 25, 26 
, | : 


ILLINOIS (s) | 34,10,17,24,31 | 7,14, 21,28 4,5, 11, 18, 25 2,9, 12, 16,28, 30 | 6,11,13,20,2627 | 4,11, 18,2526 
INDIANA 3.4,10,17, 24631 | -%1421,28 | 4,6,11,18,25 | 2,9,12,16,.2330 | 6.11,13,20,2627 |  411,18,25,26 








GEORGIA (s) "| 3,4, 10,17, 24, 31 7, 14, 21, 28 



































IOWA (s) |__3.4,10, 17, 24, 31 7, 14, 21, 28 445.11, 18,25 | —2,9,16,23,30 | 6,99,13,20,2627 | 4,11, 18,25,26 | 





KANSAS 3,4,10,17,24,31 | 7, 14,21,28 4, 6, 11, 18, 25 “2,9, 12, 16,23,30 | 6,11,13,20,24,27 | 4,11, 18,25, 6 











KENTUCKY ( (s) 3,4,10,17,24,31 | 7,14,21.28 | 4,6, 11,1825. 2,9, 12,16, 23,30 | 6,11, 13,20, 24,27 | 411, , 18, 25, 26 











LOUISIANA (s) 3,4,10,17,24,31 | 7, 14, 21, 28,30 | 4,5,11,18,25 | 2,9, 12, 16,23, 30 | 1,6, 19,13, 20,2427 | 4,11, 18,25, 6 


*MAINE (s) 3, 4, 10, 17, 24, 31 7,14, 21,28 | 4,6, 11, 18,25 2,9, 16,23,30 | 6,19,13,20,26,27 | 4,11, 18, 25,26 


“MARYL AND s) 
" MASSACHUSETTS s 





4,10,17,24, 31 | 7.142128 | 4,611, 12,18, 25 | 2,9, 92, 16, 23,30 6,11, 13, 20,23,24,27| 4, 11, 18, 25, 26 


3 
3, 








4, 10, 17, 24, 31 7,14,21,28 =| 4, 5, 11, 18, 2 «| 2,9,92,16,23,30 | 6 11. 13, 20, . 24, 27 | 4,11, 18, 25, 26 


MICHIGAN 8 3 4, 10, 17, 24, 31 7, 14, 15, 21, 28 “- 5 11, 18, oS 2, 9, 12, 16, 23, | 6, 11, 13, 20, 24, 27 4, 11, 18, 25, 26 


“MINNESOTA | 34 10, 17, 24, 31 7, 14, 21, 28 4, §, 11, 18, 25 : 2, 9, 12, 16, 23, 30 = 11, 13, 20, 24, 27 4, 11, 18, 25, 26 





“MISSISSIPPI 3,4,10,17, 24,31 | 7, 14,21, 28 4,6, 11, 18,25 2,9, 16,2330 | 6,11, 13,20,24.27 | 4,11, 18, 25, 26 
MISSOURI (s) | 3,4,10,17, 24,31 | 





7, 14, 21, 28 4, §, 11, 18, 25 2, 7, 9, 12, 16, 23, 30 6, 11, 13, 20, 24, 27 4, 11, 18, 25, 26 


MONTANA | 3,4,10,17,24,31 | 714,21,28 | 4,6, 11, 18,25 2,9, 12,16, 23,30 | 6,19, 13,20,2427 | 4,11, 18, 25, 26 














“NEBRASKA 3, 4, 10,17, 24,31 | «= 14, al, 28 4,5, 11, 18, 25 2, 9, 12, 16, 23, 30 « WW. 13, 20, 24, 27 | 4, 11, 18, 25, 26 


NEV ADA 3, 4, 10, 17, 24, 31 | 7, 14, 21,28 4, 5. il, 18, 25 2, 9, 12, 16, 23, 30,31 6 11, 13, 20, 24, 7 } 4, 11, 18, 25, 26 


“NEW HAMPSHIRE (: 3, 4, 10, 17, 24, 31 7, 14, 21, 28 4, §, 11, 18, 25 2, 9, 12, 16, 23, 30 | 6, 11, 13, 20, 24, 27 4, 11, 18, 25, 26 


NEW JERSEY (s) 3, 4,10, 17, 24,31 | 7, 14, 21, 28 | 4,6, 11, 18, 25 2,9, 12, 16, 23,30 | 68,11. 13, 20, 24, 27 ~~ 4, 11, 18, 25, 26 


NEW MEXICO . | 3 410,17, 24,31, 7, 14, 21, ~ 4,6, 11, 18, 25 ~ 2,9, 12, 16, 23,30 | 6,19, 13, 20,24, 27 4, 11, 18, 25,26 


“NEW YORK (s) 5,4, 10,17,24,31 | 714% , 4,5,11,18,25 | 2,9,92,16,23,30 | 6,8,19,13,20,2427 | 4,11, 18, 25, 26 





NORTH CAROLINA | 3,410, 17, 24,3 7, 14, 21, 4, §, 11, 18, 25 2,9,16,23,30 | 6,99,13,20,2427 | 4, 11, 18, 25, 2 26 


NORTH ‘DAKOTA | 3,4,10,17, 24, 31 7, 14, 21, 4,6, 11, 18, 25 2,9, 12, 16,23,30 | 6,11,13,20,2427 | 4,11, 18,25,26 


OHIO (s) 3, 4, 10, 17, 24, 7, 14, 21, 4, §, 11, 18, 25 2, 9, 12, 16,23, 30 | 6,8, 11,13, 20, 24, 27 | 4 4, 11, 18, 25, 6 





“OKLAHOMA , 4, 10, 17, 24, 31. 7, 14, 21, 28 4 5, 11, 16, 18, 25 2, 9, 12, 16, 23, 30 | 46,11, 13, 20,2427 | 4, 11, 18, 25, 6 


OREGON 3, 4, 10, 17, 24, 31 7, 14, 21, 28 4, §, 11, 18, 25 2, 9, 12, 16, 23, 30 6, 11, 13, 20, 24, 27 4,11, 18, 25, 6 








PENNSYLVANIA s) 3, 4, 10, 17, 24, 3 7, 14, 21, 28 | 4, §, 11, 18, 25 | 233 16, 23,30 ‘6, 8, 11, 13, 20, 24, 27 4,11, 1 18, 25, 26 








RHODE ISL AND (s 3; 4, 10, 17, 24, 3 7, 14, 15. 21, 28 4, §, 11, 18, 25 2, 9, 12, 16, 23, 30, | 6. 11, 13, 20, 14, 27 ’ 4, 11, 18, 25, 26 





SOUTH CAROLINA 3, 4, 10; 17, 24, 31 7,14,21,28 | 4,6, 11,18,25 2,9, 16,2330 | 6 11, 13, 20, 24,27 | 4,11, 18,25,26 


SOUTH DAKOTA .4,10,17,24,31 |  7,14,21,28 | 4,6,11,18,25 | 2,9,16,2330 | 6,91, 13,20, 24, 27 4, 11, 18, 25, 26 








“TENNESSEE 3, 4, 10,13, 17,24, 31 | —*7, 14, 21, 28 | 4,6,11,18,25 | 29,16,2330 | 6,19, 13,20,24, 27 4, 11, 18, 25, 26 


3,4,10,13,17,24,31 | 7, 14,21,28 | 4,611,18,25 | 2,9, 92,16,23,30 | 6,11, 13, 20,24,27 4,11, 18,25, 26 
3, 4, 10, 17, 24, 25, 31 7, 14, 21, 28 4,5, 11, 18, 25 } 2, 9, 12, 16, 23, 30 | 6,11, 13, 20, 24,27 4,11, 18, 25,26 


“VERMONT 3,4,10,17,24,31 | 714, 16, 21,28 | 4,6,11,18,25 | 2,9,92,16,2330 | 6, 1, 13, 20, 24,27 | 4,11, 18, 25, 26 














j 





VIRGINIA 3, 4, 10, 17, 24, 3 7, 14, 21, 28 4, 5. ll, 13, 25 4 2, 9, 12, 16, 23, Ce | 6,8, 1, 13, 20, 4. 27 | 4, 11, 18, 25, 26 





WASHINGTON (s 3,4 10, 17, 24, 31 7,14,21,28 | 4,6, 11, 18,25 2,9, 12, 16,23, 30 | 6,11,13,20,24,27 | 4,11, 18, 25,26 














WEST VIRGINIA 3, 4, 10, 17, 24, 31 7, 14, 21, 28 "4,5, 11, 18,25 | 2,9, 92,16,23,30 | 6,91, 13,20, 24, 27 | 4, 11, 18, 25, 26 











WISCONSIN (s) 34 10, 17, 24,31 | 7 14, 21, 28 4, 5, 11, 18, 25 2, 9, 12. 16, 23, 30 | 6, 11, 13, 20, 4, 27 | 4, 11, 18, 25, 26 








WYOMING | 3410,17,2431 | 7142128 | 4,611, 18,25 2,9,16,23,30 | 6,19, 13, 20,24, 27 4, 11, 18, 25, 26 
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Reports... prepared automatically 


List of 
Security Holders 


Personal Property 
Tax Schedules 


Income Analysis 
For Income Tax 
Investment 
Division 

Review 
Schedules 


One of Many IBM Features 


for Personal Trust Management 


The use of the straight-line procedures of IBM Accounting for 
personal trust operations greatly assists the management of 
many banking institutions in the supervision of these activities. 


This modern accounting method, utilizing punched cards, 
presents up-to-the-minute information about every phase of trust 
work, resulting in simplification and economy of operation. 


The complete flexibility of IBM Machines permits their effi- 
cient application to all other phases of bank accounting. In 
many instances, a single installation is used for Mortgage 
Accounting, Personal and Consumer Loan Accounting, Income 
and Expense Distribution, General Ledger Accounting, Payroll, 
and other bank accounting applications. 


An IBM representative will be glad to demonstrate the ad- 
vantages of IBM Accounting. 


Coupon 
Cutting 
Lists 


e 
Vault Examination 


Schedules 


Remittance Checks 


Collection Forms 


* 
Customers’ 
Statements 


Advantages of IBM 
Accounting for Personal 
Trust Management 


. Reports and Statements prepared auto- 
matically 


. Virtually all manual operations eliminated 


. Need for duplicate sets of records elim- 
inated 


4. Principal transactions recorded only once 


. Many income entries created and posted 
automatically 


. Uniform description of account and secur- 
ity names assured 


7. Effective controls provided 


. Entire operation expedited 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
World Headquarters Building, 590 Madison Avenue, New York 22, New York 


July, 1949 











LIBERTY NATIONAL BANK 
i WASHINGTON, D. C. 





Credit Card Increases Loan Business 





We have been using a bank credit 
card since January 1945. This card 
is being sent only to select paid-up 
customers at the time their can- 
celled note is returned. We have 
found it to be especially effective 
as a good-will builder. Not all, but 
a certain percentage of borrowers 
in our Consumer Credit Depart- 
ment enjoy receiving this token and 
a few take a great deal of pride in 
displaying it. Employees in our C. C. 
Department who are thoroughly 
familiar with open accounts also use 
the credit card on good open ac- 
counts for encouraging renewal 
business. Actually, we have found 
that a periodic advertising folder, 


calling attention to various seasonal 
needs, has kept our non-active open 
accounts fairly active on renewals. 

Another productive source of new 
business has been blotters inserted 
in customers’ passbooks. Regular 
monthly and bimonthly statement 
inserts with seasonal appeal have 
proved the best new-business pro- 
ducers. 

The credit card has been used 
most effectively in establishing in 
the mind of the customer a “finan- 
cial headquarters” for the present 
and future needs of the borrower.— 
R. P. Woodburn, assistant cashier, 
Liberty National Bank, Washing- 
ton, D: C. 





Personnel Turnover Reduced 


Back in 1944, we had a personnel 
turnover of 78%. Obviously, this 
was too much; so we began to study 
the problem seriously, with the re- 
sult that the turnover has been re- 
duced nearly 45%. 

We have tried to do everything 
possible for our employees to make 
them happy and to keep them in- 
terested in their work and to. make 
them feel they are of the utmost 
value to our organization. 

We are continuously running a 
training school with lectures, mov- 
ies, etc. We have about 35 in this 
class all the time. I hope the day 
will come when we can reduce this 
number materially. 

Mercantile National Bank’s per- 
sonnel consists of more than 450 
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loyal, efficient and cooperative men 
and women. We recognize and ap- 
preciate their importance and the 
value of their services which have 
contributed to the success of our 
institution. 

In keeping with our past policy, 
we have given customary and peri- 
odical increases in salary to prac- 
tically atl our employees as well as 
advancement in position to many of 
them during the year. Total com- 
pensation paid for 1948 amounted 
to $1,483,828.95. 

As has also been our custom for 
many years, a year-end bonus, 
equal to 10 per cent of the salary 
drawn by each and every employee 
for services during the calendar 
year, was paid just prior to Christ- 
mas. 









Cost of provision for life insur- 
ance for all employees has been 
paid by the bank. Hospitalization 
coverage for employees has been 
arranged for by the bank. 

The employees have enjoyed fel- 
lowship, recreation and entertain- 
ment through the Mercantile Social 
club. 

A vacation on the basis of one day 
for each month of service with the 
bank up to and including two weeks 
out of each twelve months is 
granted to each employee with full 
pay. 

A first-aid or medical assistance 
center, under the direction of a 
registered nurse, was added dur- 
ing 1948 and is available to all per- 
sonnel while on duty.— Milton 
Brown, president, Mercantile Na- 
tional Bank, Dallas, Tex. 


Quizzes Used To Expand 
Knowledge Of Banking 


Our bank has a half-hour meeting 
of officers and employees twice a 
month and the quizzes are distrib- 
uted at one meeting and answers 
checked at the next. We have kept 
no actual record of scores but three 
of our employees have consistently 
had “Very Superior” scores and the 
rest have ranged from “Superior” to 
“Good,” with only one below aver- 
age. We find the tellers and secre- 
taries make the best scores and the 
bookkeepers the poorest, but we at- 
tribute this in part to the fact that 
the former are employees with more 
banking experience. 

We have not offered prizes or 
other inducement but use _ the 


quizzes only to test our employees’ 
knowledge of banking matters and 
to enlarge that knowledge. We think 
they are useful and we intend to 
continue using them.—O. J. Nelson, 
president, The First National Bank 
of Windom, Windom, Minn. 















Success 


Satisfactions of success arise 
from the level of its daily 
occurrence, not from the cli- 
mactic heights to which it rises 
only once. It is a productive 
plain where we work daily. 
It is not a barren pinnacle on 
which we sit eternally.—Dave 
Thompson 
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Recapitulation Of 350 Ideas 
Published Since January, 1949 


Here are republished 350 ideas for the use of directors, manage- 


ment committees, cashiers, department managers and others who 


are looking for tested plans to reduce cost and increase income. 


_AUDIT PROGRAMS 


This Bank Benefits Eight Ways By 
Direct Verification Of Balances 


(On Page 5, March, 1949 issue) 


EIGHT BENEFITS TO THIS BANK 
FROM VERIFICATION OF BALANCES 
BY THE DEPOSITOR 


1. There have been no errors reported 
by depositors since the direct-verification 
plan has been used. 

2. Fully 99% of customers mail the 
bank verification of their checking ac- 
count balances when requested. 

3. Only 10% have had to be reminded 
with a second request. 

4. This bank has many accounts with 
large balances and little activity, but no 
error has been turned up in these ac- 
counts. 

5. Depositors have not been annoyed 
by the periodic requests fora verification 
of records. 

6. Employees know that a manipula- 
tion would surely be discovered by this 
direct-audit procedure and that they can- 
not tell when their work will be audited. 

7. Some savings depositors have been 
pleased with the audit because it re- 
minded them of accounts they forgot 
they had—accounts thus brought to life 
have had more deposits added to them. 

8. The general result of verifying sav- 
ings account balances has been to in- 
crease deposits. 


AUDIT ROUTINE FOR LOANS 
AND COLLATERAL 


1. Every six months, the borrower is 
asked to verify the bank’s record of: 
Date of note, rate, maturity, amount, 
interest paid to—date, collateral. 

2. Two of triplicate copies are mailed, 
one to be returned. 


THE AUDIT ROUTINE FOR SAVINGS 
ACCOUNTS AND COMMERCIAL 
ACCOUNTS 


1. The accounts are divided into six 
controls, which are balanced each month. 

2. Clerks and commercial tellers who 
had no part in posting the accounts prove 
these controls. 

3. No one proves the same control two 
months in succession. 

4. Every month, the writer and his as- 
sistant prove one control—a different 
one—until all six controls have been 
proved in this way. 

5. Each control proof is 
against the department proof. 

6. One control a month is reviewed 
for verification with the depositors. 

7. If a checking account depositor has 
not called for a statement for six months, 
the statement is mailed and verification 
is requested. 


BUILDINGS AND IMPROVEMENTS 


Deposits And Loans Increased—Employee 
Turnover Reduced 


checked 





Number Of Ideas On Each 
Of 18 Subjects 


Subject No. of Ideas 
Audit Programs ae 
Buildings and Improvements. 4 
Delayed Posting ... secitanin 
Deposit Accounts 11 
Exchange Charges . 6 
Foreign Funds 6 
Insurance . . 12 


Investments . Sica 


Subject No. of Ideas 


Library Administration 10 
Loans . 35 
Management . 22 
New Business 7 
Operation 

Personnel 

Protection . 

Public Relations .. 

Staff Magazines . 


Miscellaneous (Ideas In Short Articles) .. 


July, 1949 


New Buildings Brought These Results 
(On Page 26, May, 1949 issue) 
NEW BUSINESS IN NEW BUILDINGS 


1. Lafayette National Bank, Lafay- 
ette, Ind., had more loans and increased 
deposits. 

2. Deposits increased $1,300,000 in the 
new building of a Western bank the first 
year. 

3. Deposits were doubled and employee 
turnover was reduced in the American 
Bank and Trust Company, Baton Rouge, 
La. ' 

4. Deposits were increased 50% for 
the First National Bank of Fort Lauder- 
dale, Fla. 


DELAYED POSTING 


A. B. A. Committee Urges Legislation 
To Facilitate Deferred Posting 


(On Page 26, March, 1949 issue) 


SEVEN BENEFITS FROM DELAYED 
POSTING 


1. Bookkeepers have no interruptions 
as they do when they dribble post. 

2. Bookkeepers are not bothered by 
others referring to the ledgers for bal- 
ances and for authorizing certified checks. 

3. Time is saved in sorting, ‘posting, 
cancelling, and filing when each job is 
done but once a day. 

4. Ledger sheets are handled less; so 
they are in better condition to mail to 
customers and less time is consumed in 
handling them. 

5. There is no time lost in waiting for 
work. 

6. In one bank, the bookkeepers now 
have time to compute float; this was done 
by other workers before delayed posting 
was put into effect. 

7. There are fewer errors when the 
posting is done all at one time. 


DEPOSIT ACCOUNTS 
Eleven Precautions Taken In Opening 
New Deposit Accounts 
(On Page 8, February, 1949 issue) 


HELPFUL IDEAS ON OPENING NEW 
ACCOUNTS FROM THE 
EXPERIENCE OF ELEVEN BANKS 


1. The customer is told about the dif- 
ferent kinds of deposit accounts to make 
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Lijy 
these 
advarnlages... 


Simplified Transit Operation. An adding or 
proof machine tape serves as your transit letter. 
You simply list check amounts—that’s all. No de- 
scription of individual items is necessary . . . because 
your Recordak Microfilmer gives you a photograph- 
ically accurate and complete record of all checks 
forwarded. As a result, at least half the time now 
needed for transit work can be saved. And there’s 
this advantage, too: Should items be lost in transit, 
Recordak will produce facsimiles from your records _ 


free of charge. 


Simplified Bookkeeping Operation. There’s 


only one record to post... there’s only one posting 


a day. You post only to a statement... which is 

microfilmed at the end of the month and forwarded 
to the customer along with his cancelled checks. The 
film record then serves as the bank’s ledger. This 
unique system reduces machine requirements. . . 
enables bookkeepers to handle many more accounts 
... gives you important savings in stationery, too. 


Greater protection. You, your employees, and 
your depositors are protected as never before. You 
have a photographically accurate and complete rec- 
ord of every check handled . . . of every statement 
sent to depositors. A record . . . that can’t be tam- 
pered with or altered without detection . . . that sub- 
stantiates employee-integrity . . . that supports de- 
positors’ claims should they lose original items. 
All of these advantages—and more—are yours with 
a Recordak Microfilmer. 


Yours... at minimum operating cost, too, for you 
can choose from a complete line of Recordak Micro- 

filmers ... install the unit best suited to your re- 
quirements— large, small or intermediate. 

Furthermore, you can obtain your Recordak Micro- 

filmer at an economical monthly rental charge that 
includes service and parts-replacement. 
. 7 i 7 
For a quick appraisal of the versatility offered by 
the Recordak line, check the specifications on the 
next page. But for the complete story—call in a 
bank-trained Recordak representative—soon! He'll 


review your requirements ... give you full details 


on the way Recordak microfilming is reducing op- 
erating costs in thousands of leading banks. Recordak 
Corporation (Subsidiary of Eastman Kodak Co.), 


350 Madison Ave., New York 17, N. Y. 


“Recordak” is a trade-mark 






































with the Recordak Microftlmer 
designed Jor your bank 


The Recordak Duplex Microfilmer...the 


fastest, most economical machine for large-vol- 
ume operations. It records the fronts and backs 
of checks simultaneously . . . side by side on the 
film. In addition, it automatically face-stamps 
checks . . . and endorses or cancels them with the 
Recordak Endorser.* It also accommodates two 
additional film units for all-purpose use—one re- 
cords the fronts of documents on half the width of 
the film; the other provides full-width records.” 


The Recordak Triplex Microfilmer...the 
new all-purpose machine for banks. It provides 
maximum film economy . .. records the fronts... 
or the fronts and backs of documents on half the 
width of the film .. . down one side, up the other. 
It also accommodates a film unit which records 
the fronts . . . or the fronts and backs of docu- 
ments on the full width of the film.* 
* Auxiliary film units are available at low extra rental cost 
... as is the Recordak Endorser . . . and the Recordak 


Automatic Feeder, which can be used with either of the 
above models. 


The Recordak Commercial Microfilmer 
...the popular standard machine . . . recom- 
mended for medium-sized operations preferring 
larger size images. It records the fronts... or the 
fronts and backs of documents on the full film- 
width. 


The Recordak Junior Microfilmer...a 

combination microfilmer-reader designed for the 
community bank. It records the fronts... or the 

fronts and backs of documents on the full width 

of the film. The film-reading unit is an integral 

part of the machine—projects every detail sharp 


and clear. 


SRE CORBA ssi nes 0 comer 


mark originator of modern microfilming—and its application to banking systems 


Strengthen Your 
Doubtful Risks 
With 


NG@aI ne 


Lawrence 


Fie by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may well be 
placed on a secured basis. 


Lawrence warehouse receipts, 
issued on the borrower’s inven- 
tory, will protect the lender with 
fundamentally sound collateral. 


New“Small Business” Depart- 
ment now extends Lawrence 
service to inventories valued as 
low as $5,000. 

Lawrence warehouse receipts 
are supported by the strongest 
financial statement in the field 
warehouse industry. Lawrence 
has always discharged, in full, 
its liability to all holders of 
Lawrence Warehouse receipts. 


Lending institutions have 
profited with Lawrence field 
warehousing in dealing with 
more than 20,000 business 
firms, over a period of 35 years. 


Booklet Gives Field Warehouse Facts 


Tells how Lawrence 
field warehousing 
makes secured credit 
possible for accounts 
in your portfolio. 
Write for free copy, 
"Borrowing on 
Inventory.” 


AWRENCE WAREHOUSE 


OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 


SAN FRANCISCO 11, CALIF. NEW YORK 5,N.Y. 
37 Drumm St. 72 Wall St. 
CHICAGO 2, ILL. 
100 N. La Salle St. 
Los Angeles * Boston © Philadelphia © Pittsburgh 
Buffalo * Cleveland « Cincinnati * Kansas City 
St.Louis « Atlanta © Des Moines © Charlotte 
New Orleans © Houston * Dallas « Denver © Phoenix 
Portland * Seattle ¢ Spokane « Stockton © Fresno 
Washington, D.C. © Manila, P. |. 





sure he opens the one which will serve 


| his purpose best. 


2. The signature card is labeled ‘‘con- 
tract’’ to impress the depositor with the 
idea that a deposit account is a contrac- 
tual arrangement. 

3. References are entered on the sig- 
nature card to impress the new depositor 
with the fact that his standing will be 
investigated. 

4. The customer puts his signature on 


a card to be sent to a former bank con- 
| nection for identification. 


5. A ‘*Collection Receipt’’ is issued 


| for the first checks deposited, and no 
| passbook is delivered until the checks 


| may 


clear. 

6. New accounts are flagged to pre- 
vent withdrawals before the first de- 
posited checks have cleared. 

7. Every new depositor not well 
known to the officers is investigated im- 
mediately through the references given. 

8. Credit information is requested 
when writing to a former bank connec- 
tion. 

9. If the new 
known, 


depositor is not well 
he is told that no withdrawals 
be made until the first deposited 


| eheeks have been collected. 


10. All new accounts are opened by 
one officer. 

11. Proper identification is accepted on 
small deposits when there have been no 


| former bank connections. 


EXCHANGE CHARGES 


27 States Have No Non-Par Banks; 
12,842 Banks Pay All Checks At Par 


(On Page 20, March, 1949 issue) 


SIX ADVANTAGES TO THE BANK 
FROM PAR PAYMENT OF ALL 
CHECKS 
eliminates the 


1. Par banking com- 


| plaints regarding exchange charge which 


| service 


depositors often make. 

2. There are fewer complaints against 
charges than there are against 
exchange charges. 

3. The value of the Federal Reserve 
Bank’s prompt and efficient check clear- 
ance system was too great to overlook. 


The bank now makes one eash letter 


| instead of several. 


4, The expense involved in auditing 


| many cash letters and sending drafts is 
| too great. 


5. Non-par banks do not have the ad- 
vantage of the rediscount facilities of- 
fered to members of the Federal Reserve 
System. 

6. Par banking reduces work and thus 
increases employee efficiency. 


FOREIGN FUNDS 


What Banks Are Required To Do With 
Blocked Funds Of Non-Residents 


(On Page 36, April, 1949 issue) 
TYPES OF BLOCKED ACCOUNTS 


1. Checking or savings accounts, bal- 
ances or credits of any sort of ‘‘ blocked 


| nationals;’?’ 


2. Custody or agency accounts of 


| ‘*blocked nationals; ’’ 


3. Assets held by the bank in a fidu- 
ciary capacity, in which ‘‘blocked na- 
tionals’’ have any interest, e.g., a right 
to distribution of share of an estate; 

4. Funds or securities held or payable 
by the bank as paying, escrow or transfer 
agent, in which ‘‘blocked nationals’’ 
have an interest; 

5. Realty over which the bank has 
some jurisdiction and in which a 
‘“blocked national’’ has an interest; 

6. Generally, all property in the bank’s 
possession of whatever character, to 
which ‘‘blocked nationals’’ have any 
claim, or in which they have or assert 
any right or interest. 


INSURANCE 


Insurance Costs Less When Approved 
Protective Systems Are Used 


(On Page 30, May, 1949 issue) 


DISCOUNTS ON PREMIUMS 
ALLOWED FOR EIGHT PROTECTIVE 
SYSTEMS 


1. Holdup alarms connected with two 
outside stations—10% 

2. Bandit-resisting enclosures—20% 

3. Bandit-resisting enclosures combined 
with a silent alarm to the police station 
—33 1/3% 

4. Vault and safe alarms connected 
with an outside central station or a loud- 
sounding gong—50% to 65% 

5. Relocking device on safe door—10% 

6. Tear gas system protecting the vault 
door—20% 

7. Messenger protection bag—20% 

8. Contributions to county vigilante 
systems—10% 


How To Determine What Insurance Your 
Bank Needs Against Dishonesty 


(On Page 12, June, 1949 issue) 
INSURANCE COVERAGE AVAILABLE 


1. Forgery And Alteration Hazards 
_ Covered. 
. Burglary And Robbery Losses Are 
Covered By Blanket Bonds. 
3. Losses Of Securities Can Be Covered. 
. Safe Deposit Insurance Is Essential. 
. Registered Mail Or Express Losses 


Be Covered. 


INVESTMENTS 


How To Manage A Bond Account For 
Earnings And Liquidity 


(On Page 22, May, 1949 issue) © 


POINTS ON INVESTMENTS WHICH 

DESERVE CAREFUL THOUGHT 

1. The average bank, with its portfolio 
well balanced, with a sufficient amount 
of Treasury Bills and Notes to take care 
of any run-off of deposits, and with well- 
proportioned holdings of medium and 
long-term bonds to insure earnings, occu- 
pies a relatively secure position. 

2. Due to the cheap money policy so 
long in force, and now given an extended 
lease on life, short- and medium-term 
corporate obligations suitable for a bank 
portfolio are in short supply. However, 
high-grade railroad equipment trust cer- 
tificates are currently available in good 
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volume. These compare with long-term | 
corporation bonds yielding 2.75% to 3% 
and with 2.43% on eligible 24%4% of 
1962-67. 

3. Purchases of corporate bonds should 
be confined entirely to high-grade issues 
referred to as ‘‘money risk’’ obligations. 
These are bonds, the intrinsic security of 
which is beyond question. ‘‘ Credit risk’’ 
or second-grade bonds should be avoided. 

4. Municipal bonds offering an equally 
wide field of maturity selection are avail- 
able in quantity. These are attracting in- 
creasing attention, particularly of a cer- 
tain earnings group of bankers enmeshed 
with a peculiarity of the present Internal 
Revenue Act which imposes a tax of 53% | 
on earnings between $25,000 and $50,000. 

5. The selection of municipal obliga- | 
tions should, for the most part, be limited | 
to direct obligation general market is- 
sues, i.e., those enjoying a broad, national | 
market. 





Spaced Maturities For Investments 
Provide Liquidity, Increase Earnings 


(On Page 32, May, 1949 issue) 


SIX ADVANTAGES RESULTING 
FROM STAGGERED MATURITY 
SCHEDULE 


1. The bank is provided with funds 
regularly. 

2. Frequent maturities meet fluctua- 
tions in deposits and varying demands 
in credit. 

3. Earnings are increased. 

4, Short-term governments increase in 
vestment liquidity. 

5. Tax-free governments lower income 
tax rate. 

6. Speculative aspects are reduced to 
a minimum. 


SUGGESTIONS FOR PLANNING A 
REVOLVING MATURITY 
SCHEDULE 


1. Arrange for a 5- to 8-year maturity 
average. 

2. Make a 10-year maturity the maxi 
mum. 

3. Have heaviest government holdings 
in 3- to 5-year maturities. 

4, Plan for maturities annually. 


LIBRARY 
Your Bank May Have The Services 
Of A Trained Librarian 
(On Page 22, April, 1949 issue) 


HOW TO GET INFORMATION 
FROM OTHER LIBRARIES 


1. Write to the representative of your | 
city correspondent and tell him the sub- | 


ject on which you need information. 
2. If you don’t get everything you | 
want from this source, write to your local | 
Federal Reserve Bank. 
3. If the subject which interests you 


THESE LARGE LIBRARIES ARE 
AVAILABLE TO ANY BANK 


1. City correspondent banks have a 


July, 1949 


| 


concerns bonds, a letter to a bond house | 
may bring you the information. | 


A link with the Past... 


“BANE OF GOLD GULCH,” an authentic reproduction of a colorful 
banking house of the Old West, has been constructed and is 
being maintained by the Continental Illinois Bank as part of a 
typical mining town at the Chicago Railroad Fair this summer, 
from June 25 to October 2. 

In the atmosphere of this old-time bank you will have an oppor- 
tunity to see many interesting exhibits of the Gold Rush Era— 
loaned to us by our many friends in the West— including pros- 
pectors’ equipment and the story of gold from ore to minted coin... 

All of which is a reminder that Chicago has grown from a 
frontier outpost to a great city and that banking practices have 
seen many developments in the 92-year history of the Continental 
Illinois Bank —92 years of friendly service to the community and 


the nation. 
* * * 


When you are in Chicago this summer, we invite you to 


visit us and the Bank of Gold Gulch at the Railroad Fair. 
* * * 


Continental Illinois National Bank 


and Trust Company of Chicago 


231 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 











trained library staff to give service to 
their personnel and customers. 

2. The local Federal Reserve Bank has 
a trained library staff and a huge file of 
printed matter available to member 
banks. 

3. Large investment firms have special 
libraries with emphasis on investment 
information. 

4. The American Bankers Association 
has a large library for aiding members. 

5. The U. 8. Treasury Department has 
a library which is one of the oldest and 
the largest in government offices. 

6. The F. D. I. C. maintains a special 
library. 

7. The Board of Governors of the Fed- 
eral Reserve System has a library. 


LOANS 


Incomes Of Farmers Increase When 
Supplementary Feeds Are Purchased 


(On Page 14, January, 1949 issue) 


Commodity Loan Volume Large— 
Costs And Losses Small 


(On Page 26, February, 1949 issue) 


HOW THE EXPERIENCE OF THIS 
BANK HAS BENEFITED THE 
STOCKHOLDERS 


1. Fully one-fourth of the volume of 
this bank’s loans are for small amounts 
loaned at a higher rate than commercial 
loans. 

2. The loss on small loans has been 
less than one-tenth of 1%. 


EIGHT FEATURES OF THIS BANK’S 
TECHNIQUE FOR MAINTAINING 
A LARGE VOLUME OF SMALL 
LOAN BUSINESS 


1. Consumer loans are made by all loan 
officers—there is no separate small loan 
department. 

2. Every loan applicant is personally 
known to at least one of the officers and 
this eliminates the need for credit reports 
from others. 

3. Borrowers are the bank’s best boost- 
ers. 

4. Specific suggestions for borrowing 
to purchase certain things are made in 
all advertisements. 

5. Every statement has one of these 
suggestions printed in red. 

6. Very few applicants are refused 
loans. 

7. More reliance is placed on the char- 
acter and attitude of the borrower than 
on collateral. 

8. Loan officers encourage merchants 
to send prospective buyers to the bank 
for loans. 


Real Estate Loans Are Liquid, Safe; 
We Make All We Can At A 
High Yield 


(On Page 12, April, 1949 issue) 


THE TECHNIQUE WHICH MAKES 
SALABLE REAL ESTATE LOANS 


1. An officer inspects the property. 

2. A formal application is completed. 

3. A credit report on the borrower is 
placed in the file. 
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4, Photographs are made of the prop- 
erty. 

5. An appraisal is made by a qualified 
fee appraiser. 

6. Title insurance is obtained. 

7. A property survey is obtained. 

8. The loan is set up on a monthly-pay- 
ment basis for 5, 8 or 10 years. 


SIX REASONS WHY ALL GOOD REAL 
ESTATE LOANS SHOULD 
BE MADE 


1. When properly made and serviced, 
they are as liquid as bonds. 

2. There is no safer investment. 

3. They provide the highest yield. 

4. They are a real service to a com- 
munity, and a bank has an obligation to 
help its community. 

5. Any surplus can be readily sold. 

6. Every loan is beneficial as a public 
relations factor—every loan makes a 
friend for the bank. 


Insurance Agents Bring Auto Loans 
To Our Bank 


(On Page 18, May, 1949 issue) 


RESULTS OF BANK-AGENT 
COOPERATION 


1. Of all the auto loans made by this 
bank, 31.3% are brought to the bank by 
insurance agents. 

2. Another 18.5% of borrowers come to 
the bank for a loan not knowing where 
to buy insurance. These are referred to 
the cooperating insurance agents. 

3. The remaining 50.2% come as the 
result of advertising or the advice of 
friends and know where they wish to 
place their insurance. 


4. The plan was started in 1946 and 
the auto loan business doubled in 1947. 

5. The 1947 record was increased al- 
most 100% in 1948. 


6. Losses are almost zero. 


HOW THE PLAN WAS DEVELOPED 


1. The bank gave a dinner for insur- 
ance agents at which the cost and tech- 
nique of auto financing by the bank was 
explained. 

2. The bank promised to refer insur- 
ance business to agents who referred auto 
loans to the bank. 

3. Each month, a letter is sent to all 
agents in“which suggestions are made for 
increasing their business. 

4. Most of the bank’s advertising— 
radio, folders, and newspaper—contains 
a ‘‘plug’’ for the insurance agents. 


MANAGEMENT 
Improved Policies And Techniques 
Developed By Conferences 


(On Page 5, February, 1949 issue) 


THE PLANNING CONFERENCE 
IN BRIEF 


Who Does The Talking 


Chairman introduces the proposed pro- 
gram and asks group to express wishes. 





All indicate opinions as to ways and 
means. 


Audience Participation 


Free discussion of ways and means by 
all members of the group, after a com- 
mon objective has been found and de- 
fined. 


Duties And Activities Of The Chairman 


He introduces proposed program. 

He asks questions to guide discussion 
and keep it on the track. He keeps order 
by directing group’s attention to item 
under discussion. 

He will summarize from time to time 
to keep group posted on relationships of 
the elements of the plan. 

He makes final summary of plan with 
reminders as to individual duties and/or 
commitments to carry out the plan 
adopted. 


THE PROBLEM-SOLVING 
CONFERENCE IN BRIEF 


Who Does The Talking 


Chairman introduces the problem to 
be solved. May call on individual mem- 
bers for ideas or leave discussion open. 
All members may speak at will. 


Audience Participation 


Free give and take of questions, facts, 
ideas, plus addition of new facts through- 
out the meeting. All members may par- 
ticipate. 


Duties And Activities Of The Chairman 


He introduces the subject and opens 
the discussion. 

He may ask some leading questions to 
help the group break down the problem 
so they may solve it a step at a time. 

He keeps order, primarily by directing 
group’s attention to problem at hand. 

He does not urge any final decision. 

He will usually summarize to see if 
final solution of problem suits everyone. 


When Brightness Is Controlled— 
Accuracy And Speed Improve 


(On Page 5, April, 1949 issue) 


SIX STEPS WHICH IMPROVE 
EMPLOYEE EFFICIENCY 


1, An adequate amount of light is pro- 
vided on the work—on the machines, on 
the ceiling, walls, and floors. 

2. Glare is avoided on machines, on 
desk tops, on the floor, on walls. 

3. Brightness is controlled by harmon- 
izing color of light, color of floors, color 
of machines, color of walls. 

4. Monotony is avoided by a variety 
of harmonious colors on walls, curtains, 
and furniture. 

5. Fatigue is prevented by the com- 
bination of controls just listed, for the 
general effect is a feeling of comfort. 

6. The comfortable feeling, in turn, 
maintains alertness. 


THESE COLORS SLOW DOWN 
WORKERS 


. White walls. 
2. Brilliantly colored walls. 
3. Near-black walls. 
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4, Dark paint on ceilings. 
5. Dirty walls or ceilings. 
6. Near-black floors. 


THESE COLORS KEEP WORKERS 
ALERT 


1. Peach walls. 
2. Soft brown on walls or pillars. 

3. Colors derived from red or orange 
red are stimulating. 

4. A combination of harmonious colors 
gives best results. 


NEW BUSINESS 


Customers Have Borrowed More Since 
Our Businessmen’s Conference 


(On Page 10, May, 1949 issue) 


SEVEN BENEFITS TO THE BANK 
FROM A BUSINESSMEN’S 
CONFERENCE 

1. More busimessmen now come to the 
bank officers to discuss phases of business 
other than financing. This is the most 
effective type of public relations. 

2. A number of loans have been made 
to businessmen who had not previously 
borrowed from the bank. 

3. Several borrowers: have voluntarily 
improved their accounting practice which 
makes it safer for the bank to set up a 
loan line. In some eases, the bank had 
previously felt it wise to insist that a 
borrower get expert help in improving 
his records of account. 

4. A number of customers have been 
willing to improve their insurance pro- 
tection program and thus reduce the 
hazards the bank would otherwise assume 
in lending to them. 

5. Several borrowers have made loans 
for business needs which had not been 
recognized before these men learned of 
the experience of other businessmen 
through the speakers at the conference. 

6. Additional merchants are borrow- 





ing to take advantage of cash discounts. 
7. Some merchants have borrowed to 
add new lines to their inventory. 


OPERATION 


Fewer Errors Are Made—More Customers 
Handled Per Hour By Using New 
Savings Ledger Desk 


(On Page 29, February, 1949 issue) 


FIVE BENEFITS FROM THE NEW 
LEDGER CARD FILES 


1. More customers can be handled per 
hour. 

2. More work room is provided. 

3. Fluorescent lighting in the units is 
easier on the eyes, and there have been 
fewer errors made since it was installed. 

4. The savings department serves bet- 
ter as a training ground for new em- 
ployees since the new files have been 
used. 

5. Fire protection for 
brought to the point of use. 


records is 


Errors Avoided—Filing Space Saved By 
Photographing Deposit Tickets 


(On Page 36, March, 1949 issue) 


SIX BENEFITS FROM 
PHOTOGRAPHING DEPOSIT 
TICKETS 


1. No deposits are posted to the wrong 
account. 

2. No filing space is needed for deposit 
tickets. 

3. Deposit records cannot be tampered 
with after they have been photographed. 

4. Customers appreciate having their 
original tickets when they reconcile their 
books with the statement. 

5. The photographs have been accepted 
by the courts in every case where they 
have been used. 

6. The photographing of checks and 
deposit tickets facilitates single posting. 





properties alone. 


your letterhead. 


Assets - - ° © 
Liabilities - - . . ‘ 
Surplus to policyholders - - 


You aud Owe 
uf 


You may risk greater loss through interruption 
of business for which you extend credit than 
may result from destruction of physical 
We'll explain the how and 
why of U.and O. (Use and Occupancy) insurance 
if you'll mail us this advertisement clipped to 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1948 


Losses paid to December 31, 1948 









































$112,222,583 
57,589,157 
54,633,425 
442,822,252 



























Time, Trouble, And Expense Saved In 
Handling Dishonored Items 


(On Page 32, March, 1949 issue) 


TWO WAYS TO AVOID TROUBLE IF 


WIRES ARE DESIRED 


1. Instruct correspondents to send no 
wires unless you specifically ask for them. 

2. Ask drawee banks to wire the bank 
in which the payee deposited the item 
and give the payee’s name. 


FIVE WAYS BY WHICH TIME AND 
EXPENSE MAY BE SAVED IN 
IDENTIFYING THE DEPOSITOR 
OF A DISHONORED ITEM 


1. Wire only to the bank in which the 
payee deposited the checks. 

2. Give the payee’s name in the wire. 

3. Send the item itself through the 
intermediary banks. 

4. Number each deposit when received, 
put that number on each check in the 
deposit and enter that number on the 
eash letter. 

5. Make a photographic film of both 
sides of all items in every cash letter. 


One-third Less Time Required For 
Dividend Disbursements 


(On Page 32, June, 1949 issue) 


EIGHT BENEFITS FROM THE NEW 
SYSTEM OF WRITING DIVIDEND 
CHECKS 


1. A protected amount is shredded into 
the paper of each check. 

2. A protected signature is affixed. 

3. A control of the amount disbursed 
is provided. 

4. The time required for issuing divi- 
dend checks for customers has been re- 
duced one-third. 

5. Overtime work is eliminated. 

6. Employees are not under a nervous 
strain since the new equipment was in- 
stalled. 

7. Without additional personnel, more 
dividend disbursing work can be done. 

8. Fees for this work add to the bank’s 
profits. 





Money Tellers Balance Quickly 






Overtime W ork Is Eliminated 






(On Page 26, June, 1949 issue) 


FEATURES OF TELLER’S 
DESK WHICH SAVE TIME AND 
INCREASE ACCURACY 


1. Each teller’s money is kept sepa- 
rate, so errors are quickly found. 

2. Each desk has a combination lock, 
so there is no danger of ‘‘borrowing’’ 
change in the absence of one teller. 

3. Overtime, which oecurred before this 
new equipment was available, has been 
entirely eliminated. 

4. Night deposit bags and deposits 
brought by the armored cars are no 
longer handled by lobby tellers, which 
saves their time and eliminates one han- 
dling. 

5. Lobby tellers get their training in 
handling money at these desks in the 
vault. 
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Charles Boedeker (right), cashier, Murray State Bank, Murray, 
Nebraska, with Allen Ehlers (left), Purina Dealer's Feeding Advisor. 


This is the story of a banker who not only is work- 
ing with the local Purina Dealer to help develop 
the livestock industry in his community—but is a 
Purina feeder and successful farmer himself. 

Charles Boedeker, cashier of the Murray 
(Nebraska) State Bank, keeps accurate feeding cost 
records on his own farm west of Murray and has 
learned that profits demand good management and 
good feeding. As a result of his success, farmers 
seek Boedeker’s advice on feeding problems as 
well as on financial matters. 

Allen Ehlers, Feeding Advisor for the Philpott 
Feed and Seed Center, the Purina Dealer at nearby 
Weeping Water, Nebraska, is a real working part- 


Pee ce : 
presen sow and litter of 13, on the Boedeker 
farm west of Murray. 
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Some of Boedeker’s choice Angus steers in feedlot. 


ner for Charles Boedeker. Ehlers draws no bank 
salary and owns no bank stock, yet he’s working 
indirectly for the bank. He spends full time working 
with farmers in the area. He enjoys their respect 
and Banker Boedeker relies a lot on his judgment, 
too. He says, “When a farmer tells me that “Butch” 
Ehlers suggested he come in for some help on 
financing —that goes a long way toward approval 
of his loan.” 

Banker Boedeker and Purina Dealer Ehlers are 
another Banker-Purina team working together to 
their mutual benefit and for the good of their agri- 
cultural community. Why not learn to know your 
local Purina Dealer better? 


OPPORTUNITIES IN YOUR COMMUNITY 


10 Partners in COMMUNITY BUILDING 


sepa- 


There are new opportunities for community building 
in your town, too. Why not make it a point to talk over 
the livestock and poultry possibilities of your area with 


your Purina Dealer soon? 


lock, “ If you do not have a Purina Dealer in your town now, 
ing 


find out about the Purina Franchise as an opportunity 
for young men in your community. Purina Chows for 
livestock and poultry and Purina Sanitation Products 
are distributed from 32 strategically located plants and 
carry the Checkerboard label, rural America’s best- 
posits — known trade-mark. 
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which 
han- 


e this 
been 


For more information on the Purina Franchise, write 
to Department C. 


, RALSTON PURINA COMPANY 
ng in es , 3 ‘ 1 en . 1600 Checkerboard Square St. Lovis 2, Missouri 


Bucs oa a aa" a ae" e ¥ ee eee 


"HLY July, 1949 31 





= 


Burroughs 














ins 
Ainked in the Age of Microfilm, 


Precision-built microfilm equipment, 
developed and manufactured by 
Bell & Howell, is distributed and 
serviced exclusively by Burroughs. 
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INCREASE MICROFILMING EFFICIENCY 


BURROUGHS HAS (7/ 


A new, perfected Recorder that photographs more 
: 2 ; documents on one roll of microfilm—cuts film costs, 
cuts processing costs, cuts filing space! Further economy 
is assured through one-time purchase rather than 
continuous rental. 


BURROUGHS HAS (T/ 


New developments in automatic feed and other oper- 
ating features that make microfilming far faster, far 
simpler. Burroughs microfilming is so easy that one 
girl, using two feeders, can operate two Recorders. 


BURROUGHS HAS (T/ 


New flexibility that makes microfilming a more useful, 





gar 2 Nin ia at SP 


more versatile business tool. Burroughs can meet your. 
microfilming needs more specifically with modern pre- 
cision-built microfilm equipment. 





call Burnoughs for a demonitedlion 


You owe it to yourself to find out how much more time, 


| The Burroughs Reader is a marvel of 

’ ; simplicity for showing a clear, readable 

| money and effort you can save with Burroughs microfilm image—enlarged to the actual size of the 
i 


original document, or larger—even when 
used in a brightly lighted room. Photo- 
BURROUGHS ADDING MACHINE COMPANY graphic facsimiles, to actual size, can be 


made in a few minutes. 


equipment. Call your nearest Burroughs office, or write — 


DETROIT 32, MICHIGAN 


WHEREVER THERE’S BUSINESS THERE’S Burroughs 


Nine Million Items Per Month—Each 
Handled Only 1.9 Times 


(On Page 5, June, 1949 issue) 


TEN STEPS IN THIS 
ITEM-HANDLING SYSTEM 


1. The proof department handles the 
primary proof on all items and establishes 
eontrol figures for each bookkeeper, for 
the general books, and the out-of-town 
bookkeeping department. 

2. The transit department makes 373 
direct sendings. 

3. Items representing the heaviest 
volume are routed with the minimum 
number of handlings. Some are handled 
only once. 

4. Three shifts of employees keep the 
work going continuously. 

5. About 60% of clearings are han- 
dled only once. 

6. The proof department ‘‘fine-sorts’’ 
into ledger controls. 

7. Some employees work only three 
nights—those on which there is a heavy 
volume—Friday, Sunday and Monday. 

8. Each operator is trained for three 
separate sorts. 

9. Proof sets up two controls for 
transit—Michigan and outside Michigan. 

10. All work is adjusted to transporta- 
tion schedules. 


Peak Loads Avoided By Mailing 800 To 
1,000 Statements Per Day 


(On Page 40, May, 1949 issue) 


STEPS WE NOW FOLLOW IN DAILY 
STATEMENT MAILING 


1. When a new account is opened, we 
get a card signed authorizing the mail- 
ing of statements. The original ledger 
sheets are signed by the customer. 


2. We have a plate made for each 
account on the ledgers, giving the name 
of the customer, together with any code 
notation, such as ‘‘MOM’’ for Mr. or 
Mrs. signing on one account, and ‘‘PPO’’ 
for payment in person only. Other nota- 
tions assist our bookkeepers in proper 
handling of the account without referring 
to the signature card for special instruc- 
tions. 


3. All the plates to be mailed on the 
same day are kept in one drawer. 

4. The day before a statement is sched- 
uled for pulling, the Addressograph de- 
partment heads new ledger sheets and 
the bookkeeping department operator 
pulls the balances. She photographs the 
old statement sheet, pulls the checks from 
the files, and passes them to the delivery 
department. 


5. The delivery department verifies 
the number of checks in each statement, 
places them with the statement in an 
out-look envelope and forwards them to 
the mailing room. 

6. This gives us a control which we 
never had before, as the statements are 
never returned to the bookkeeping de- 
partment, nor are they ever handled 
again by the posting clerk making the 
original entries. 
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BENEFITS TO THE BANK FROM 
STAGGERED MAILING OF 
STATEMENTS 


1. There is no more work on the last 
day of the month than on any other day. 

2. An automatic audit of statements 
is provided. 


HOW CUSTOMER PERMISSION FOR 
STAGGERED MAILING IS 
OBTAINED 


1. A request for written permission to 
mail statements was enclosed with state- 
ments of non-business accounts. Over 80% 
gave this permission without question. 

2. Each ecard bore the date of the 
month on which statements would be 
mailed. 

3. Business statements are all made as 
of the last business day of the month 
and are ready the second business day 
of the following month. 


PERSONNEL 


Employees Made 103 Suggestions Which 
Greatly Improved Our Service 


(On Page 10, January, 1949 issue) 


FIVE BENEFITS FROM THE 
SUGGESTION SYSTEM 


1. Of 103 suggestions made in 1947, the 
committee put 38 into use. 

2. The 38 suggestions used each made 
some important improvement in opening 
technique. 

3. In 7% years, employees made 800 
suggestions. 

4. Employees are paid for suggestions 
used in proportion to the value—in 1947, 
from $10 to $75. 

5. Employees are given the feeling that 
they have accomplished something be- 
yond their required duties, because every 
suggester receives a personal acknowl- 
edgment from the president. 


ROUTINE BY WHICH SUGGESTIONS 
ARE HANDLED 


1. Suggestion blanks and envelopes in 
suitable containers are conveniently 
posted throughout the various offices and 
departments of the Society. A display 
eard promoting the plan is attached to 
each of the containers. 

2. The suggestion blank, which is about 
the size of an ordinary telegraph blank, 
provides space for the suggestion, space 
to explain the reason for the suggestion, 
space to record the dates of the com- 
mittee action and space for the identifi- 
cation of the suggester. Illustrations may 
be attached to the blank or drawn on the 
reverse side of the blank. 

3. The suggestions are acknowledged 
by the president and circulated for gen- 
eral information among the members of 
the committee. . 

4. Suggestions are then returned to the 
vice president in charge of the depart- 
ment that has jurisdiction over the mat- 
ter. 

5. After evaluating each suggestion on 
the basis of its application within his 
own department, the vice president is 


prepared to discuss the suggestion with 
the committee at the regular meeting. 
6. Promptly after the meeting, the 
chairman advises the suggester of the 
action taken on his or her suggestion. 
7. Awards are determined by the com- 
mittee on the basis of the value of the 
suggestion. The minimum award is $10 
and, to date, the maximum has been $75, 


High Schools The Best Source Of New 
Recruits For The Bank Staff 


(On Page 5, January, 1949 issue) 


SEVEN POINTS IN THIS PERSONNEL 
PROCUREMENT PROGRAM WHICH 
KEEPS PLENTY OF HELPERS 
IN TRAINING 


1. A meeting is called for department 
managers with the personnel and train- 
ing departments to canvass personnel 
needs and sources. 

2. High-school counselors are invited 
to spend six to eight weeks during sum- 
mer, working in various departments of 
the bank at the prevailing salary. They 
are then in a better position to recom- 
mend the graduates most likely to choose 
banking as a career. 

3. A bank representative goes to the 
high schools to talk with prospective 
employees. 

4. The possibility for advancement is 
emphasized. 

5. As many new contacts are made as 
possible. If more prospects are secured 
than needed, the surplus is referred to 
bank customers who need help. 

6. An estimate is made a year in ad- 
vance as to the number of new employees 
which should be put into training. 

7. Senior positions are filled by ad- 
vancements. 


NINE SOURCES OF NEW 
EMPLOYEES 


1, Present employees’ sons, daughters, 
relatives, and friends; 

2. Personnel applications on file and 
‘‘off the street’’ applicants; 

3. High schools within a radius of good 
transportation; 

4. Advertising for employees; 

5. Private employment agencies; 

6. Public employment offices; 

7. Fraternal organizations, lodges, and 
churches; 

8. House-to-house canvassing; 

9. Customers of the bank. 


Three Systems Which Protect Both 
Personnel And Management 


(On Page 30, February, 1949 issue) 


THE PURPOSES FOR WHICH THESE 
PROTECTIVE MEASURES ARE 
USED BY BANKS 


1. Grapho-analysis 
a. To aid in selecting the right em- 
ployees. 
b. To aid in placing employees in 
the work for which they are best 
fitted. 
e. To exonerate innocent persons 
suspected of wrongdoing. 


- BANKERS MONTHLY 





Does your bank have protection, no matter who 
may drive an automobile on bank business? 


It is commonly held by the courts that any firm deriving 
a profit or benefit from the use of an automobile — 
whether it is owned by the firm or not — is responsible 
for its safe operation. 


Does your Compensation Insurance fully pro- Is the total amount of insurance on your bank 
tect you in every state where your employees building less than that required by a Coinsur- 
may go on business? ance Clause? 


Since each state has its own Workmen's Compen- Under the terms of a Coinsurance Clause, you 
sation Law, there is a possibility of serious unin- agree to carry a total amount of insurance equal 
sured loss unless your insurance is written in to a stipulated percentage of the value of the in- 
accordance with the laws of all states where your sured property. If you fail to do so, you will not 
employees might be injured on business trips. be fully repaid for any loss that may occur. 


The Aitna Plan of Insurance Analysis for finan- your insurance program and recommendations 
cial institutions will provide (1) a complete designed to provide the most complete insurance 
study of your bank’s insurable exposures, (2) a program available, (4) a continuing control plan 
detailed comparison of these exposures with which keeps insurance in line with changing 
‘your present insurance policies, (3) a construc- requirements. Ask the Aitna Agent in your 
tive report which includes a visible record of community for complete details. 


HETNA CASUALTY AND SURETY COMPANY 


Affiliated with ZEtna Life Insurance Company 


Automobile Insurance Company ay Standard Fire Insurance Company 


HARTFORD 15 CONNECTICUT 
July, 1949 











d. To reveal those guilty of wrong- 
doing. 
e. To disclose qualities which justify 
advancement to positions of respon- 
sibility and leadership. 

2. An adequate audit program 
a. To prevent employees from being 
subjected to temptation. 
b. To limit the amount of funds that 
could be appropriated by one who 
yielded to temptation. 
ce. To limit the time during which 
any one dishonest employee could 
appropriate funds. 

3. The Berkely Psychograph 

(lie detector) 

a. To verify the findings of grapho- 
analysis. 
b. To exonerate an innocent person 
suspected of wrongdoing. 


It Costs Money To Train—But It Costs 
More Not To Train 


(On Page 10, March, 1949 issue) 


SIX STEPS IN PERSONNEL 
DEVELOPMENT 


1. Long-range planning with top man- 
agement to determine broad training 
policies. It’s important that the basic 
philosophy of the organization be re- 
flected in the development program. 

2. The selection and development of 
the training organization itself—whether 
it be the part-time assignment of one 
individual or the establishment of a staff 
department. 

3. The ‘‘needs’’ for training are de- 
termined through survey and consulta- 
tion. 

4. Careful programing is done with 
much thought given to developfhent and 
use of training material and aids. 

5. Reasonable training records are set 
up to assist in following progress. 

6. Every effort is made to evaluate 
from time to time the results of the pro- 
gram. 


THREE OBJECTIVES OF THE 
SUPERVISORY DEVELOPMENT 
PROGRAM 


1. Conference type meetings of small 
groups limited in size to no more than 
12 to 15 provide the supervisory people 


an opportunity for informal exchange of 
ideas which usually leads to development 
of more critical judgment. 

2. Such groups provide a line of com- 
munication for acquainting the super- 
visors with new policies, plans, and ideals 
so that they can better interpret them to 
their staffs. Here, too, is an opportunity 
for reflecting back to management the 
workers’ reactions. 

3. With a varied program of meetings, 
the supervisors gain a better understand- 
ing of their organization. They see more 
clearly how their own operation fits into 
the whole picture and they learn to better 
appreciate and understand the problems 
of others. 


A Successful Teller Is Diplomatic 


(On Page 30, April, 1949 issue) 


THE TWELVE CHARACTER TRAITS 
OF A GOOD TELLER 


_ 


Diplomacy * 
. Poise and good judgment 
Initiative 
. Strong will-power 
- Inclined not to worry 
. Desire for responsibility or oppor- 
tunity 

7. Imagination 

8. Frankness and the ability to talk 
well 

9. Self-confidence 

10. Positive thinking 

11. Concentration 

12, Caution 


~ 


Are we 


STEPS IN DEVELOPING 
SELF-CONFIDENCE 


1. Learn everything you can about 
your job so that you can do it better 
than the next fellow. 


2. Learn how to control your thinking. 
You must learn to become a positive 
thinker. Think success, not failure. Stop 
thinking negative thoughts. 

3. Work, act and walk like a success- 
ful person. You can always tell a person 
who is down and out by the way he 
walks. 

4. Look the part. Dress carefully, but 
not so as to attract attention. 


A Review Of Plans To Reduce Employee 
Turnover 


(On Page 20, June, 1949 issue) 


METHODS OF STIMULATING 
INDIVIDUAL INTEREST 


1. Special talks on the importance of 
banking are given at employee meetings 
by officers. 

2. Outside speakers are secured to give 
the broader viewpoint. 

3. Membership in A.I.B. is encouraged. 

4. Employee magazines are used to 
educate the staff on the work of other 
departments and to make all employees 
acquainted with each other. They develop 
a feeling of comradeship which holds 
many when other openings occur. 

5. Employee orchestras, glee clubs, 
hobby clubs, and parties develop the 
family feeling. 

6. Management policies which place 
definite responsibility on each worker 
help employees to realize the importance 
of their work as compared to other busi- 
nesses and also encourage improved tech- 
niques. 

7. Recognition by executive officers is 
perhaps more potent than any other per- 
sonnel device. 


TRAINING POLICIES 


1. Some divide training into ‘‘vesti- 
bule’’ and ‘‘special job’’ classes. 

2. High-school graduates fill most of 
the training classes. 

3. College graduates are trained only 
for officer work. 

4, In-service training is found to be 
most practical in smaller institutions. 

5. A surplus of employees in training 
has been found necessary in larger places. 

6. Training in some institutions begins 
with pages and continues for each job 
ahead. 


INCENTIVES IN USE 


1. A yearly bonus is paid by some. 

2. A sharing-of-profits plan is being 
tried. 

3. Pension plans and sick benefits are 
common. 

4, A publicized salary schedule is used 
in some larger banks. 
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5. Some have made salary comparisons 
with other local businesses. 

6. Vacation with pay based on length 
of service is helpful. 

7. Advancement policies are made 
known and are rigidly followed. 

























































.¢ FIVE POINTS ON APPLICANT 

— SCREENING 

give 1. Any indication in the application or | 
the interview that the prospective em- 

ged. ployee might not be permanent is con- | 

1 to sidered cause for rejection. 

ther 2. Reliance is placed on experienced 

yees interviewers. 

‘elop 3. A few banks are making use of | 

olds grapho-analysis to help determine the | 
abilities of the applicant. 

lubs, 4, Preliminary training classes are used 

the to weed out those without the requisite 
ability. 

lace 5. Intelligence tests and aptitude tests 

rker reveal those most likely to succeed. 

ance 

busi- Vestibule Training Avoids Employing 

tech- Persons Unsuited To Banking 

P (On Page 5, May, 1949 issue) 
rs is 

per- HIGHLIGHTS OF THE TRAINING 
PLAN 
1. The girls are helped to realize that 

: their personal appearance and conduct in 

eatl the bank must be appropriate to the im- 

portance of the institution in the com- 
t of munity. 

2. When criticisms are needed, they | 

only are followed as soon as possible with a TELEPHONE SERVICE 

‘‘nat on the back’’—some well-deserved | 
bof compliment. _ KEEPS RIGHT ON IMPROVING 
s. 3. Descriptive tours to all departments 
ate of the bank are conducted to enable | ' , , 

8 trainees to get an idea of their future | Long Distance is faster. Calls go has brought telephones to millions of 
aces. pate | through on the average in 1.6 min- _ people who did not have them before 
gins sp yrs ove utes—nine times out of ten while ; 

job 1. Visual aids are used to show how you hold the line. Thousands of miles of new Long 
to find differences and how to recognize | — Distance lines have been added. Many 
forgeries. Local Service is better. The operator __ cities are now linked by networks which 
5. A graduating ceremony impresses | answers or the dial tone comes on can carry both voice and television. New 
‘ the trainees with the importance of their — 7 > na! wit em before and modern Western Electric equip- 
eing accomplishment. cites through promptly ment — the finest that can be made — is 
6. The confidential nature of all bank 3 giving better, clearer, faster service to 
on transactions is continually emphasized. Equipment troubles are fewer than ‘Millions of telephone users, on every 
| ever. Those reported by customers _ kind of call. 
onal PROTECTION have decreased 15% from a year ago. There has never been so great an 
Three Ways To Reduce The Number Of 4 expansion and improvement in tele 
— Fraudulent Checks Cashed He big construction program of the phone service as in the past three years. 
By Merchants Bell System has resulted in important Still more good things are ahead for we're 
improvements in telephone service, and _ keeping right on with the job. 
(On Page 8, January, 1949 issue) 
SSS 





PUBLIC RELATIONS | BELL TELEPHONE SYSTEM 
‘Community Good Will Developed By An | =" ; 

Informal News Column | 3. Publie confidence in the bank and 7. The informal method of presenta- 
its management’s views brought many tion makes education on the use of the 














(On Page 16, January, 1949 issue) 










new depositors and borrowers to the bank more acceptable. 
HOW EDITORIALIZED PUBLICITY | bank. 8. The material is colleeted in special 
HAS INCREASED BANK 4. Old eustomers are held because their reprint form about once a month for 
PRESTIGE interest in the bank is retained. wider circulation than that offered by the 
1. Because the column expresses a def- 5. Leadership in community projects, !0eal paper. 
inite opinion on policies affecting the expressed in the column, identifies the STAFF MAGAZINES 
Z community’s livelihood, it has high bank closely with local interests. Employees Shown Importance Of 
J reader interest. 6. Readers have been given stimulus Banking In Articles About Bank 
WS °. Community bank-consciousness has | to aet on questions affecting their own Functions 
been increased by tying in banking ac- | and eommunity welfare, which is def- gn Page 16, April, 1949 iseue) 
tivities with current conditions. 


initely beneficial to the bank. (Continued on page 45) 
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Signal Engineering Co. 
Produces Code Call Unit 


A new Code Call Unit is now be- 
ing manufactured by Signal Engi- 
neering & Manufacturing Co., New 
York, N. Y. 


When a person fails to answer the 
telephone, the operator presses the 
button broadcasting that person’s 
code call number three times on 
signal-devices located. throughout 
the premises. The telephone call is 
promptly completed through the 
nearest extension. Dial in position 
1 is for standard 3-round call. When 
turned to position 2, it allows for 
continuous repetition call. 

The Sending Station is furnished 
complete for twenty calls. An initial 
installation of twenty-call station 
can be increased to forty calls at 
any time, without change in instal- 
lation. 

A numerical code is assigned to 





Check What You Need And Mail This Form 


Ledger 40. Desk Pen Sets 
11. Bookkeeping Equipment 4l. 


12. Bronze and Brass Signs Stainless Steel 


Doors, Bronze, Aluminum, 


1. Accounting Machines 30. Coin Counting Machines 58. Name Plates and Desk Signs 
2. Adding Machines 31. Coin Counting and Packaging 59. Night Depositories 

3. Addressing Machines Machines 60. Night Depository Bags 

4. Air Conditionin 32. Coin Envelopes 61. Pass Books — 

5. Architects and Builders 33. Coin and Currency Trays 62. Past Due Notices 

6. Bandit Resisting Enclosures 34. Coin Wrappers 63. Pay Roll Envelopes 

and Alarm Systems 35. Counter Screens 64. Personalized Checks — 

7. Bank Building Fixtures 36. Coupon Books 65. Personal Loan Advertising 
8. Bank Directories 37. Currency Straps 66. Personal Loan Systems 

9. Banking by Mail Envelopes 38. Dating Machines and Stamps 67. Photographic Bank Systems 
10. Binders, Check, Bookkeeping, 39. Deposit Ticket Files 68. Proof Machines 


. Railings 
. Recorders, Voice 


71. Rubber Stamps 


13. Calculating Machines 42. Duplicators 72. Safes, Fire om Burglar-Proof 
14. Chairs, Posture, Office 43. Expanding Filing Envelopes 73. Safe Deposit Boxes 

15. Changeable Signs 44. Expanding Mailing Envelopes 74. Safe Deposit Records 

16. Checks 45. Filing Cabinets 75. Savings Banks, Home, Pocket 
17. Check Book Covers 46. Forms, Machine Bookkeeping 76. Scales, Postal, Parcel Post 


18. Check Cancelling Perforators = Forms, One-Time 


Carbon 


77. Seals, Coin Ba 


19. Check Desks 8. Forms, Continuous 78. Seals, Corporation, Notary, etc. 
20. Check Endorsers 49. Grilles and Gates 79. Storage Files 

21. Check Files 50. Inter- — Communicating 80. Time and Delayed Time Locks 
22. Check Protectors Syste 81. Time Stamps 

23. Check Signers 51. jeamedt Tables 82. Checks 

24. Check Sorters 52. Lamps 83. rs 

25. Check Sorting Trays 53. Lighting Systems, Fluorescent 84. Typewriter Stands 

26. Christmas Savings 54. Maps 85. Vaults 

27. Coin Bags 55. Metered Mail Systems 86. Vault oy 

28. Coin Boxes 56. Money Orders 87. Visible Records 

29. Coin Changers 57. Music Systems 88. Windows and Lobby Displays 
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Rand McNally and Co., 536 So. Clark St, Chicago 5, Ill. 


Please have buying information sent us on the items circled above. 
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key personnel of an organization, 
and a call is made by sounding that 
code on bells, chimes, horns, or other 
signaling devices at selected loca- 
tions, so that the code call may be 
heard anywhere on premises. This 
arrangement reduces to a minimum 
the time required for the comple- 
tion of calls at the switchboard by 
permitting the operator to quickly 
locate the person wanted. 

The system can be equipped for 
various auxiliary devices, such as 
for “night telephone connection,” 
or “watchman’s call,” and can be 
expanded to keep pace with growing 
needs. 

A new Bulletin fully describes ad- 
vantages, operating features, and 
illustrates components with typical 
wiring diagrams. Ask for Bulletin 
4B-30. 


Remington Rand Will Send 


Business Procedure Booklet 


Simplification of business pro- 
cedures is the basic theme of a 
brochure just released by Reming- 
ton Rand’s Systems Division to de- 
scribe the work of its Management 
Services Department. 

Titled A Unique Management 
Consulting Service and aimed at 
the top management level, the book- 
let points out that the qualified ex- 
perts on the department’s staff, who 
draw on the store of experience 
accumulated by Remington Rand 
and its predecessor companies in 
their 70 years of service to Ameri- 
can business, have been brought to- 
gether in a single, flexible unit for 
the impartial analysis and improve- 
ment of all types of business oper- 
ations. 

The Management Services De- 
partment, though backed up by all 
the facilities of the giant Remington 
Rand organization, “functions on a 
strictly professional basis and in 


BANKING ENVELOPES 


For sca ean ieeniae dante 


Expanding Envelo Eavel 

Departeeat Fi Uy arsoge oe is, Teme 
iles an it File: 

Special Bank Envelopes. “ 


Send for complete catalogue in color 
AMES SAFETY ENVELOPE COMPANY 


21 Vine Street Boston, Mass 
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accordance with an ethical code 
which prohibits any favoritism as to 
the make or type of required equip- 
ment,” according to the brochure. 

The booklet outlines a typical as- 

signment of the consultants as fol- 
lows: 

A comprehensive study of present 
organization structure, admin- 
istrative policies, operating pro- 
cedures and methods of the 
business. 

A detailed analysis of this study. 

Determination of requirements 
for efficient operation. 

Drafting of recommendations. 

Presentation to management for 
consideration. 


Development of details into an in- | 


tegrated plan. 
Planning, scheduling and supervi- 


sion of the “change-over” to as- | 


sure successful operation. 


Periodic review of administrative | 
policies, operating procedures | 


and methods. 


A Unique Management Consult- | 
ing Service is a limited edition pub- | 


lication, available only to executives 


on the policy making level. Copies | 
may be obtained by writing on a | 


business letterhead to Management 
Service Department, Systems Divi- 
sion, Remington Rand, Inc., 315 


Fourth Avenue, New York 10, N. Y. | 


Auto-Typist Types 
500 Letters A Day 


After the stencil for a form letter | 
has been cut, the machine, known | 


as “Auto Typist,” which has just 
been introduced by American Auto- 


matic Typewriter Company, 614 N. | 


Carpenter Street, Chicago 22, II1., 
will type 500 original letters a day. 
The operator merely fills in the 
name and address; the machine does 
the rest. If desired, certain para- 
graphs can be selected from the 
stencil for different letters. Banks 
and other institutions report splen- 
did service from the Auto-Typist. 


A Magnifier Which Really 
Aids Reading 

Most of us have wondered for a 
long time why some manufacturer 
didn’t produce a reading glass that 
is wide enough to read a full line 
without moving the glass back and 
forth. Such a glass has now been 
made available by Copy Right 
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A “MUST” IN 
BANK REMODELING 


Banxerres Cristalglo glass directional signs aid ef- 
ficiency and provide “eye appeal.”” As you plan the remodel- 
ing of your banking quarters, consider how this company’s 
high quality, edge-illuminated glass signs can help in the 


overall arrangements. 


Remember, glass will retain its brilliancy indefinitely; it 
is less liable to scratch and it will not warp. 

Since 1925 Bankette has been a leader in the field of 
modern signs . . . for both directional and advertising 


purposes. - 


Write for our booklet 
“Light the Way to Efficient Operations” 


THE BANKETTE company 


INCORPORATED 


127 Federal Street 
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GOOD merchandisers of service 
products recognize the distinction be- 
tween acquisition cost and sales cost, 
although insofar as records are con- 
cerned, both, usually, are tossed into 
the same pot. Thus the expenditure to 
get the business might be all out of 
proportion to overall sales cost, but 
over a period of years the expenditure 
o “keep the situation sweet” and to 
expand the billing is, or should be, far 
greater than the original outlay. 


A case in point is the pay-as-you-go 
checking account program, which for 
some years has commanded the interest 
of bankers from coast to coast. Viewed 
objectively, it would appear that too 
much money has been spent to “get 
the names on the ledger” and not 
enough spent to stimulate activity. The 
unit price per check is a relatively un- 
important factor if activity is held down 
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to three or four checks per month. 


If people paid ALL their bills by check 
the chances are good that ALL small 
accounts would be profitable, so it is in- 
dicated that the next big sales drive will 
emphasize this phase of checking ac- 
count merchandising. Writing checks is 
a good habit and once it is formed it is 
seldom broken. To encourage it and in- 
fluence it is a sales job of some consid- 
erable magnitude, calling for sustained 
effort far greater than that expended to 
acquire the accounts in the first place. 


So to increase account revenue, reduce 
mortality, accelerate “feeder” value and 
develop pride of ownership, slant your 
sales program of the future more 
towards activity. The best prospect for 
insurance is the man who already carries 
insurance. The best prospect for bank- 
ing service is that name on the ledger. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
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his “STEEL STRONG” creation holds 

10 coins each of pennies, nickels, 
dimes, quarters, and halves in each of 68 
staggered pockets for quick accessibility 
ond handling. Teller can make change 
handily and speedily. Raised black figures 
on border mark pockets. Size of Tray: 12% 
in. by 9 in. May be placed on counter, 
mounted on pedestal to save space or on 
short legs for nesting and storage in vault. 
























































The C. L. DOWNEY Company 


HANNIBAL 


mMissouRt 


Worlds Largest Mrs. of Coin Wrappers 















































STAMPS 


Orders Shipped Same Day 

Received « Pass Book Daters « 

Numberers ¢ Complete 
Marking Device Service 


SIDNEY FELDSER PRINTING 


Printers for the Banks of America 
LANCASTER, PA. 
















































































FLOOR DIRECTORY 
a INFORMATION 
















































































TRAIN SCHEOULE LOBBY Changeable 
BUS LOBBY Letter 
NEWS PAPERS LOBBY and 
JARBER SHOP MEZZ Embossed 
JEAUTY PARLOR MEZZ Strip Signs 
AESTAURANT BASE For every 
SRILL ROOM BASE Bank 
CHECK ROOM MAIN and 
Building 
Requirement 





ROOM RATES 
DESK CLERK 


























Catalog F-1 sent on request 


ACME BULLETIN CORP. 


37 E. 12th St. 
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eae a | Divide-a-Files create a supported 





Desk of Table Model 





Manufacturing Corporation, 53 Park 


| Place, New York 7, N. Y. 


The new device is called “Magni- 


| Line.” It is shaped something like a 


ruler and is 8% inches long, which 


is long enough to read the pages of 


—_ ee 


a dictionary or of a telephone direc- 
tory, or the fine print on judgment 
notes. It would seem a wise thing for 
every bank to have a Magni-Line in 
the desk of each loan officer so that 
a prospective borrower might have 
an opportunity to read all of the 
details of the note he is signing. 
We have often wondered why the 
notes could not be printed in larger 
type; but, so far, notes seem to de- 
mand such fine type that the aver- 


| age person does not read all that he 


signs. A Magni-Line would make it ° 
| easier for him to read every word. 


The price is $6.95. 


| New Files Shipped 
| By General Fireproofing 


Shipments are now being made 
by the General Fireproofing Com- 


| pany on filing cabinets which con- 
' tain Self-Adjusting Divide-a-Files. 


These filing cabinets are known as 
“The Mechanized File” because they 
do mechanically many operations 
that otherwise must be done manu- 
ally. 

The new Self-Adjusting Divide- 
a-Files~ adjust automatically to 
changes in the volume of drawer 
contents. Further, they break up the 
drawer load and keep the contents 
under compression when the drawer 
is closed. 

The swing front on the drawer, as 
before, mechanically adds ample 
working space for. handling con- 
tents each time the drawer is 
opened. When contents are parted 


| at any desired location, the forward 


slope of the swing front and the 
rear slant of the Self-Adjusting 


+ Tyke Medal~- MAGNIFIES aad POINTS OUT. enact reading place fer Genestionn ond Clty 
+ or Table Model - MAGNIFIES and POINTS OUT exact reading plece for Executives end Cleris 


Deck or Table Model MAGNIFIES and POINTS OUT 
MACNIEES and POTS OUT 









angle spread which greatly facili- 
tates filing, finding, and reference. 
Because of this, the entire drawer 
(2634” inside clear) can be filled to 
capacity without having to save 
“working” space. 





At the present time, only four- 
and five-drawer models are avail- 
able in the new design. The entire 
line is expected to be available by 
mid-summer. For further informa- 
tion, write to the General Fireproof- 
ing Company, Youngstown 1, Ohio. 


All-Steel Equipment, Inc. 
Announces 7000 Line File 


A recent addition to the All-Steel 
Equipment, Inc., product line, the 
new 7000 Line File, was announced 
recently. It is being manufactured 
in two-, three-, four- and five- 
drawer files in letter and legal sizes. 





Complete Line 
of 
Money Wrappers 


~ STANDARD PAPER GOODS 


MANUFACTURING COMPANY 
mples WORCESTER 8, MASS 
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The Aurora 7000 Line File repre- | 


sents in filing cabinet styling the 
modern flowing lines characteristic 
of present era design. Increased 
capacity per file is offered as a result 
of its greater 28-inch depth. Each 
drawer will accommodate 26% 
lineal inches of filing space, 106 
inches per four-drawer file. 


Write to the All-Stee] Equipment, | 


Inc., Aurora, Ill. 


Remington Rand Offers 
New Typewriter Brochure 


The advantages of electric typ- 
ing as performed on the new Rem- 


ington Electric DeLuxe Typewriter | 


are portrayed in a new brochure, 


which has just been mailed to more 
than 60,000 business executives all | 
over the country by Remington 


Rand Inc. 


Entitled “Around the Clock. . .” | 


the folder shows pictorially how 
electricity works for you around the 
clock, using sketches of various 
home appliances, and stresses the 
benefits of electrified typing with 
the Remington Electric DeLuxe. A 
picture of the new typewriter is 
accompanied by an analysis of ten 
of its most salient features. 

Copies may be obtained from your 
local Remington Rand branch sales 
office or from F. J. Hastings, Rem- 
ington Rand Inc., 315 Fourth Ave- 
nue, New York 10, N. Y. 


A Savings Receipt Is Not A 
Negotiable Instrument 


A savings receipt is not a nego- | 


tiable instrument and a bank pays 


out money at its peril if it pays | 
money to a third person on the | 


basis of a savings receipt, even 


though the signature on the receipt | 
is the authentic signature of the | 


owner of the account. 


The trick of applying semantics | 


in public relations lies in using lan- 
guage that suggests positive and de- 
sirable ends rather than language 


which deals with the means to ends. | 
The public does not want you to | 


promise the impossible, but it does 
want to be assured that your goals 
are in its interest—C. A. Hem- 


minger, public relations director, | 


American National Bank and Trust 
Company of Chicago, Illinois. 
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ABBOTT COIN HANDLING MACHINES 


Model No. 4ET Motor Driven counts and pack- 
ages 800 coins a minute or twice as fast as the 
manval machine. Wear and function have been 
reduced to minimum. Weight 76 pounds. 

Both models above count all denominations, stop- 
ping at 20-30-40-50 coins or will count in- 
definitely. Registers can be reset. 


Model No. 2X Hand 
Operated counts and 
packages 400 coins a 
minute or counts 2,000 
coins into a bag. 
Weight 25 pounds. 

Bank and 

Cashiering 

Supplies 

We con supply most 
any item needed for 
handling coins or cur- 
rency. These include various types of coin wrappers and 
currency straps . .. coin, mail bags, bond and security bags... 
lead seals and lead seal press . . . steel trays for conta 
wrapped coins . . . currency trays. Please write for catalog 


describing these supplies and our coin handling machines, 
including coin assorter. 


ABBOTT COIN COUNTER COMPANY 
143rd ST. and WALES AVE., NEW YORK 54, NEW YORK 


This new Check 
Imprinting 
machine@<< 


Increases PROFITS for your bank! 


This is it—the new Todd pocket-check Imprinter that enables any 
employee to imprint and bind a filler in a few moments! ...A 


revolutionary principle of 


inking produces hair-line clarity in 


imprinting depositor’s name and address. 
The Imprinter de-skills pocket-check imprinting ...can be 


operated by any employee 


..-eliminates detail of ordering from 


outside supply sources ...speeds delivery to depositor. By imprint- 
ing customer names on all pocket checks, you avoid costly mis-sorts 
and mis-postings. The Imprinter is banking’s newest public relations 
tool...makes possible the kind of service that builds customer good 
will and invites new business. 


Get the whole story, 


simply by mailing the coupon below. 


Send it now, while it’s handy. 


| 


COMPANY, INC. 
Todd 


ROCHESTER € NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 
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THE TODD COMPANY, Inc., Rochester 3, N.Y. 


Please send complete information about the new Todd 
pocket-check Imprinrer. No cost or obligation to me 


Bank. 
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LAA | Answers To Bankers 


SUBSTANTIAL 5A | 


REBUILT GUARANTEED BUSINESS MACHINES 2 
OUR 5-DAY APPROVAL PLAN 
ASSURES COMPLETE SATISFACTION 


ADDING MACHINES ° 





BRANDT 
COIN CHANGERS 





Hand and electric. Por- 
table and Standard. 
Burroughs, Sundstrand, 
Remington, Victor, R. C. 
Allen. 


Coin Changers of every , 
kind. Hand and electric. » 
Sorters and Counters. 
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@ Hand and electric. All « 

All Size Pockets.Frométo © models, Also cabinets, 
33 drawer capacity.Also @ trays, plates, frames, e 
+ 


Acme, Rand and others. © tabs, etc. 


ALSO: Colculctors — Typewriters — Checkwriters — . 
Mimeogrophs — Liquid Duplicators — Multigraph: — e 
Sealers — Folders — Pitney-Bowes Mailing Machines. @ 
Dept. BM-7 40 West 15th Street : 

New York!! N.Y. © CHelsea 3-3442-3-4-5-6 


MAILERS' EQUIPMENT CO.5 





Allison 
rpg etn 


WORKS BOTH WAYS 


Allison's Coupon Books do the 
double job of handling both mail 
and personal payments with 
equal simplicity and economy. 


There are no pass books to 

mail back—no receipts to com- 

plete—and no advance no- 

tices to send. This system has 
what it takes to save you- 
trouble and expense in noti- 
fying, receiving and posting 
Time Credit Accounts. 


Write for complete information. 


Allison Coupon Co., Inc 


Indianapolis 6, Indiana 





Monthly Quiz No. 73 


uo a. The word “Rails” is com- 
monly used in an Investment 


| Department to refer to bonds issued 


by railroad companies. 


b. The withdrawals and depos- 

its offset each other. The loans 
added $120,000 to deposits because 
commercial customers commonly 
take credit for their loans on their 
deposit accounts, and loans, there- 


| fore, increased deposits. 


El « 


c. The word “Dual” is com- 

monly used in connection with 
dual posting, but that is not likely 
to be heard in the,Trust Depart- 
ment. 


b. This heading appeared on 

page 426 of Sept., 1947 Bank- 
ers Monthly. The cashing of checks 
for strangers is a serious matter, 
but so far banks have not reached 
a uniform agreement in any state to 
refuse to cash all checks for stran- 
gers. 


b. There are no longer State 
Bank Notes in use and silver 
certificates are not issued in the 


| $5,000 denomination, Federal Re- 


serve notes are. 


v4 c. Customers should be taught 

that only their key can open 
their safe deposit box. The box can- 
not be opened with the bank’s guard 
key only. 


a. National Cash Register Sav- 

ings Posting Machines are used 
at the savings window in many 
banks. 


a. The note would run thirty 

days in October, thirty days in 
November, and thirty days in De- 
cember. 


b. The Federal Reserve Bank 
of Chicago serves the Seventh 


| Federal Reserve District. 
b. If checks were all made the 


same size they could be han- 
dled more accurately and more 
easily. 


a. The Reporting Cover pro- 


vides insurance for whatever 
amount of lumber is in the yard at 


| the time of the fire; by making a 
| report each month the lumber com- 
pany has all of the contents in the 





yard covered. The premium, of 
course, is adjusted to the amount of 
insurance necessary. 


a. The interest on $1,000 at 4% 
would be $40 a year. 


b. Only Federal Reserve Banks 

have directors classified ac- 
cording to law as A, B, and C direc- 
tors, and it is the Federal Reserve 
Act which controls the Federal Re- 
serve Banks. 


a. Of course, a bank could not 

require depositors to increase 
their balances, and it has no author- 
ity to assess directors or stockhold- 
ers for the purpose of getting more 
money to lend. It can, however, 
place some loans with its city corre- 
spondent. 


a. Perhaps this question was 
too easy. 


i ¢ 


a. The C. L. Downey Co., of 

Hannibal, Mo., has advertised 
in Bankers Monthly for many years. 
It supplies banks with various needs. 


a. While anything can happen, 

it is not likely that an atomizer 
or cash letter would be found in a 
safe deposit booth. 


a. Industrial Bonds are com- 
monly given by borrowers as 
collateral for bank loans. 


One Banker Recommends 
Bankers Monthly To Another 


Your review of listed ideas (page 
22, January issue) is very much 
worth while and I am sure the in- 
formation has been very useful in 
a great many banks. In fact, just a 
few days ago I suggested to a New 
York banker that he refer to your 
resume of suggestions to obtain in- 
formation on recent service charge 
articles. 

You are doing an excellent job in 
serving banks of all sizes and types. 
—R. A. Bezoier, vice president, The 
First National Bank, Rochester, 
Minn. 














Ww A NTED 
* RAW & FINISHED MATERIALS 
SUPPLIES ¢ MACHINERY, ETC. 
Liquidation Division of 
CHEMICAL SERVICE CORPORATION 
90-02 Beaver St., New York 5, N. Y. 
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This Is The Result 
We Hoped For 


The following letter from the edi- 
tor of an employee magazine points 
out the purpose we have had in 
publishing articles in Bankers 
Monthly made up of extracts from 
various bank employee publications. 


It is our belief that the work of | 


employee magazines can go far in 


helping employees to realize how | 
important and how interesting is the | 


work in a bank. Here’s the letter 
just received from Donald D. Mar- 
tin, editor of the First Trust Flashes, 


published by First Trust & Deposit | 


Co., Syracuse, N. Y.: 


“The article regarding bank | 
staff publications in the February | 


issue of your magazine will un- 
doubtedly prove to be one of the 
most important of those printed 
in recent months. 


“We, at First Trust, who have | 
worked hard to produce an inter- | 


esting periodical, are naturally 
very pleased that you chose to 
give us such fine publicity con- 


cerning our Bloc Department in | 
the Fall issue of our First Trust | 


Flashes. 

“Furthermore, your article has 
inspired us to even greater ef- 
forts, because you went to the 
trouble to print comparable mate- 
rial from other staff publications 


which show remarkably fine con- | 


tent. 
“Please accept our 
thanks.” 


How Does A Bank Work? 
Six Booklets Tell The Story 


tributed by Connecticut banks. 
The booklets were copyrighted by 

the Connecticut Bankers Association 

and were developed under the direc- 


tion of Joseph R. Proctor, vice presi- | 


dent of First National Bank, Hart- 
ford, the association’s public rela- 
tions committeeman. 

The first three in the series, print- 
ed in two colors, are devoted to com- 
mercial banking and the others to 
trust departments. They are avail- 


able to banks through the publish- | 


ers, Case, Lockwood and Brainard 
of Hartford. The cost, including an 
imprint of the bank’s name, is 
$37.50 per thousand copies. 

Banks interested in the series may 
contact John H. Payne, CBA public 
relations director, 151 Court Street, 
New Haven. 
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a DURALEX COVER 


e Let him get the feel of its rich, leather-like 
durability. Watch the glance of admiration in his 
eyes. Take pride in the sharp clear detail of the 
embossing. Then, sit back in, the satisfaction of 
knowing your DURALEX check book cover costs 
so little and serves so well. DURALEX comes in six 
rich colors. Send for samples and prices and a list 
of banks that use DURALEX covers and pass books. 


DURALEX 


COAST BOOK COVER COMPANY 
810 EAST THIRD STREET, LOS ANGELES 54 + CALIFORNIA 











10 EXCLUSIVE FEATURES 


519-Na-Llok 


VISIBLE RECORD SYSTEMS 


“> GREATER 


| CARD CAPACITY 


A series of six booklets which tell | 
how a bank works are being dis- | 


WASSELL ORGANIZATION, Ine. 
Dept. C * Westport * Conn. 





CHECK CERTIFIER | 


Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 


5 Beekman Street w York, N. Y. 
Agents Wanted. Protected ’ Territory. 


As Every Banker Knows: 

IT PAYS TO BUY 

ON REPUTATION 
backed by solid 


performance 


NEWMAN 
NAMEPLATES 


and-chased to perfection in the 
modern Newman plant, of im- 
_ pressive, imperishable bronze and 
aluminum . . . famous for finer qual- 
ity since 1882. 
FREE FOLDERS 
Write today for folders of modern 
signs and nameplates . . . also coun- 
ter grilles, gates, dcors, check desks 
and railings. NO OBLIGATION! 


NEWMAN BROS., Inc. 


Dept. B-M Cincinnati 3, Ohio 
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Manufacturers Trust 
Announces Promotions 


Peter J Cuddy and Theodore L. 
Murnos of the Branch Loan Admin- 
istration of the Manufacturers Trust 
Company of New York, N. Y., have 
been promoted from assistant secre- 
tary to assistant vice president. 

Mr. Cuddy began with the bank 
in 1929 and was appointed assistant 
secretary in 1941. Mr. Murnos 
started with the bank as a credit 
investigator in 1921. He was made 
assistant secretary in 1930 and has 
been in the Branch Loan Adminis- 
tration since 1932. 


Chase National Exhibit 
Celebrates Anniversary 


With its 75,000 specimens of 
money, spanning almost 5,000 years, 
from the ring money of ancient 
Egypt to 1949 notes of the new 
Republic of Burma, the Chase Na- 
tional Bank Collection of Moneys 
of the World marked its 20th an- 
niversary as a public exhibit at 46 
Cedar Street, New York, recently. 

Among the largest and most com- 
prehensive displays of its kind, the 
collection today represents nearly 
every political and geographic sub- 
division of the world, and nearly 
every medium of exchange em- 
ployed by mankind in history. It has 
attracted some 220,000 visitors since 








Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 


The Board of Directors of Safeway 
Stores, Incorporated, on June 10,1949 
declared quarterly dividends on the 
Company’s $5 Par Value Common and 
5% Preferred Stocks. 

The dividend on the Common 
Stock is at the rate of 30c per share 
and is payable July 1, 1949 to 
stockholders of record at the close of 
business June 21, 1949. 

The dividend on the 5% Preferred 
Stock is at the rate of $1.25 per share 
and is payable July 1, 1949 to 
stockholders of record at the close of 
business June 21, 1949. 

MILTON L. SELBY, Secretary. 


June 10. 1049. 
SS 
EE 
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it was opened to the public May 13, 
1929. 

The collection was begun private- 
ly in 1880 by the numismatist, Far- 
ran Zerbe, and had grown to 40,000 
items when the Chase acquired it 
from him in 1928. Mr. Zerbe was 
the curator until his retirement in 
1939, when he was succeeded by 
Vernon L. Brown. 


The exhibit includes ancient, 
modern and historical coins, notes 
and checks, odd and_ curious 


moneys, and a great variety of com- 
modity moneys, such as woodpecker 
scalps and tiger claws. 


Citizens & Southern Elects 


Hugh W. Fraser, Jr., has been 
elected vice president and comp- 
troller of the Citizens and Southern 
National Bank of Atlanta, Ga. 
Joseph A. Hall, III, was made 
deputy comptroller. 

Mr, Fraser has served as assist- 
ant to the president since 1946. He 
is in his 25th year of service with 
the bank. Mr. Hall was formerly as- 
sistant cashier. 


Todd Celebrates Anniversary 


The Todd Company, Rochester, 
N. Y., manufacturer of fraud-pre- 
venting checks, payroll system and 
Protectograph check writers and 
signers, recently commemorated its 
50th anniversary at a dinner held in 
the Hotel Rochester. 

The banquet marked to the day 
the 50th anniversary of the comple- 
tion of the first Todd Protectograph 
and was given in honor of all mem- 
bers of the Todd Pioneers, organiza- 
tion of company employees with 25 
or more years of service. 


Rowland A. Radford has been ap- 
pointed vice president in charge of 
the operations division of The Bank 
of Virginia, Richmond, Va. 

Mr. Radford has had 25 years’ 
experience in banking. He joins The 
Bank of Virginia staff from The 
Citizens and Southern National 
Bank of Atlanta, Ga., where he was 
vice president and comptroller. 





Valley National Bank 
Promotes Three Officers 


Elmer T. Schall has been pro- 
moted to manager of the Clifton 
office of the Valley National Bank, 
Phoenix, Ariz. Mr. Schall began his 
banking career 18 years ago in the 
Davenport, Iowa, Morris Plan Bank, 
He joined the Valley National Bank 
in June, 1946. 

G. F. Bradley was advanced to 
assistant manager of the Nogales 
office. Mr. Bradley, who has been 
with the bank since 1937, was man- 
ager of the Clifton office before his 
transfer to the larger border city 
operation. 

Thomas A, Sundheimer was pro- 
moted to assistant manager of the 
Willcox office. Formerly a cashier 
of the First National Bank of Wa- 
bash, Ind., he joined the Valley Na- 
tional in January, 1948. Prior to his 
promotion, he was located in Tuc- 
son. 


Hugh C. Gruwell, president of 
The First National Bank of Arizona, 
announced recently the opening of 
its newest branch at Central Avenue 
and Grant Street in Phoenix, Ariz. 

Together with the projected new 
branch at Central Avenue and Vir- 
ginia Street, this will make the 
bank’s ninth office in Arizona. 


The First National Bank in St. 
Louis has announced the promotion 
of Walter L. Schnepel, manager of 
the industrial service department, 
to assistant vice president. Monroe 
D. Mueller, new business depart- 
ment, has been advanced to assist- 
ant cashier. 


The Society for Savings, Hartford, 
Conn., is currently celebrating its 
130th anniversary as a mutual sav- 
ings bank. 


Koepke Gets A.I.B. Office 


E. J. Koepke, personnel manager 
of the Marshall and Ilsley Bank, 
Milwaukee, Wis., has been appointed 
an associate councilman of the 
American Institute of Banking. 

As councilman, Mr. Koepke will 
promote and develop A.I.B. chapters 
and study groups as well as give 
advice and assistance to existing 
units. 
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The Farmers and Merchants Bank 
of Los Angeles recently announced 
the promotion of Ermile N. Payne as 
auditor. On June 25, Mr. Payne 
celebrated his 25th anniversary with 
the bank. He is past president of 
the Los Angeles Chapter of the 
California Association of Bank Au- 
ditors. 


Carroll F. Burton, vice president 
of the First National Bank in St. 
Louis, has been appointed the bank’s 
senior representative in Missouri. 
He succeeds the late Frank C. Hunt. 

Leonard J. Schrewe, assistant vice 
president, will continue in the 


capacity of junior representative. 


Mortimer J. Palmer was ap- 
pointed secretary of the Bank of the 
Manhattan Company, New York 
City, to succeed John N. Haslett, 
who has reached the retirement age 
after serving the bank for 44 years. 


(Continued from page 37) 


Staff Magazines Help Workers Learn 
About Other Bank Departments 


(On Page 18, February, 1949 issue) 
48 Ideas In Short Articles 
January To June, 1949 


. How To Avoid Losses On Real Estate 
Loans, page 7, January. 

. This Account Left The Bank For Lack 
Of Attention, page 7, January. 

. Checks Written In Pencil Are To Be 
Discouraged, page 20, January. 

4. This “Save For A Rainy Day” Program 
Will Long Be Remembered, page 37, 
January. 

5. A New Account Desk Is Better Than 
A New Account Window, page 17, 
February. 

. Why Be A Wooden Indian? page 22, 
February. 

“Employee Magazine Articles Are Use- 
ful,” page 24, February. 

. What Each Employee Should Know 
About The Rest Of The Bank’s Func- 
tions, page 24, February. 

. “No Protest” Stamp Sometimes Inter- 
feres With Accuracy, page 34, February. 

. Checks May Have A Fraudulant Cer- 
tification Stamp, page 34, February. 

. Why Consumer Loans Must Bring A 
Higher Rate, page 38, February. 

2. Middle- And Upper-Income Consumer 
Loan Applicants, page 43, February. 

3. Each Employee Makes Up 200 State- 
ments, page 28, March. 

. A Bank Loan Built A Stairway, page 
37, March. 

5. It Is Not Necessary To Cancel Indorse- 
ments On Returned Items, page 37, 
March. 

Savers Want Safety Not High Interest, 
page 48, March. 

7. Contest Prizes May Well Be Selected 
From Local Stores, page 10, April. 
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(Vow is the time to order 
Geishnns Savings Club supplies 


Get exclusive benefits—Rand M¢Nally Savings Club Sys- 
tems feature use of registered, protective safety paper—for 
easier, more efficient handling of coupons. We also feature 
individualized systems—tailor-made to fit your every need. 


Get the complete package—Rand MSNally Savings Club 
Systems contain all materials necessary for efficient, econom- 
ical operation of your Savings Club. Every type of system 
is available. Vacation Clubs, Tax Clubs, etc. 


Write Rand M¢Nally—right now! For samples and com- 


plete details. 


RAND MSNALLY & COMPANY 
Systems Division 


536 S. Clark Street 


111 Eighth Avenue 


. Four Guides To Follow In Mortgage 


Lending, page 20, April. 


. Here’s A Way To Reduce The Cost Of 


Handling Wrapped Coin, 
April. 


page 26, 


. This Idea Sells More Money Orders, 


page 32, April. 


. This Banker Helped A Dealer Make 


$5,000 A Year More, page 43, April. 


. Safety Paper Must Be Protected By 


Printers, page 44, April. 


. It Costs $12 To Make A Consumer 


Loan, page 45, April. 

Mixed With Wastepaper 
Where Receptacles Were Alike, page 
45, April. 


25. 


. Introduction 


. Suggestions 


CHICAGO 5 
NEW YORK 11 


How To Collect Post Office Money 
Orders, page 52, April. 
Card Increases 
Business, page 20, May. 


Bank 


. Some People Are Savers; Some Are 


Borrowers, page 31, May. 
For Avoiding Forgery 
Losses, page 35, May. 


. Get Your Publicity Printed, page 45, 


May. 


. Auditor Should Control All Inactive 


Accounts, page 46, May. 


. How Much Is A Billion? page 47, May. 
. Post Card Checks Confusing, page 55, 


May. 
45 
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THIS UNIT BANK, with 
over $150,000,000 in 


resources, would like toact as your 





Los Angeles correspondent... 
would welcome the opportunity 
to handle your cash and collection 
items...and to be of service to your 
customers when they come to 
Southern California. 
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33. ThriftChecks Now Cheaper Than Post 
Office Money Orders, page 55, May. 
34. “Stale” Checks Need Verification, page 

56, May. 

35. Give A Receipt, Not Cash, To A Stran- 
ger Opening A New Account, page 10, 
June. 

36. What A Loan Officer Needs To Know 
About Business Plans, page 18, June. 

37. Employees Given Quizzes At Monthly 
Meetings, page 25, June. 

38. More Room, More Pleasant Quarters, 
page 38, June. 

39. Machine Posting Of Note Payments 
Produces Three Clear Records, page 
40, June. 

40. Grapho-Analysis Picks The Best Em- 
ployees, page 41, June. 

41. Field Warehouse Service For Small 
Inventories, page 41, June. 

42. Excess Savings Withdrawals, page 42, 
June. 

43. How To Buy The Right Kind Of Paper 
To Fit Into Your Schedule Of Record 
Storage, page 43, June. 

44. How To Explain To Borrowers The 
Best Way To Develop Their Credit 
Standing, page 43, June. 

45. Two Ways To Get The Quiz To Em- 
ployees, page 44, June. 

46. Efficiency Keeps Customers, page 46, 
June. 

47. Profits Are A Means To An End, page 
47, June. 

48. How To Control Defalcations In Banks 
With No Auditor, page 56, June. 





Three Bankers Tell How They Benefit 


From Experiences Of Others 


These experiences of three Bankers Monthly 


readers may help others to get the greatest 
possible benefit from reading of the tech- 
niques used in other banks. 


WAS going over Bankers Month- 

ly the other night and was espe- 
cially interested in the experience 
of Millard Clephane in getting new 
employees from high schools. We 
have used this method in the past 
and at present have two more stu- 
dents in training. It has been help- 
ful to read someone else’s experi- 
ence with this method. 

We receive most of the bank pub- 
lications and I can frankly say that 
Bankers Monthly is first choice. The 
local publication is also popular as 
it gives us local Iowa news but it 
does not have practical articles. We 
have found few, if any, articles in 
other bank papers which have been 
useful to us. 

Of the four magazines we receive, 
I have seen employees read only 
two: yours and the local news mag- 
azine. I have heard the girls talk- 
ing about articles in Bankers 
Monthly and have seen them also 
taking your Bankers Monthly quiz. 

Your method of summing up each 
article is most helpful. From read- 
ing these points, one can determine 
whether the experience is one that 
he will find of use. 

I have found the following ar- 
ticles in Bankers Monthly of use in 
the last six months: Deferred Post- 
ing, How To Prevent Errors; New 
Business Articles; Personnel Ar- 
ticles; and Records. I have read 
other experiences and enjoyed 
them, but these are the ones which 
I have been able to put to use at 
once.—C. W. Fishbaugh, Assistant 
Cashier, Security Trust and Savings 
Bank, Shenandoah, Iowa. 


Bank Of Hartington Uses 
Ten Bankers Monthly Ideas 


Bankers Monthly gets more thor- 
ough reading in our bank by officers 
and employees than any other bank 
magazine we receive. Perhaps that 
is because the articles that appear 
therein are written by practical 
bankers who write in terms that 





most of us readily understand, and, 
therefore, find beneficial. I don’t be- 
lieve there is a single issue that does 
not provide someone in our Bank of 
Hartington with an idea we can 
adapt to our shop. 

Publication of your “Review of 
424 Tested Ideas Published Since 
July 1948” caused us to recheck to 
see what we were using, and, equal- 
ly important, to make sure that we 
were not overlooking some of those 
ideas which had been noted for 
future use in our bank. The follow- 
ing ten ideas from Bankers Monthly 
are in use now in our bank: 

1. Accident-prevention ideas 
published in the November, 1948 
issue. 





We specialize in forwarding of 
funds abroad for our banking 
friends with or without Foreign 
Departments. Our remittance serv- 
ices include commercial, benevo- 
lent and living expense payments 
abroad by cable, mail or airmail. 

Experience developed over the 
years, and close friendly relation- 
ships with worldwide correspond- 
ent banks are available to assist do- 
mestic banks to establish or extend 
their own remittance service. We 
welcome your inquiries. 


The 
Public National 


BANK AND TRUST 
COMPANY OF NEW YORK 
Main Office: 37 Broad Street 
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Vou'll be surprised at these figures ! 


@ 80 million Americans own $48 billion of 
U. S. Savings Bonds. 


@ 20,000 of the nation’s 38,000 firms 
employing 100 or more persons are oper- 
ating Payroll Savings Plans. 


@ 7,500,000 workers are buying an indi- 
vidual average of $20 of Bonds per month. 


@ For the year 1948, sales of Series E Bonds 
exceeded redemptions by $495,148,000. 
The net figure for all Series after redemp- 
tions and maturities was $2,151,140,000. 


What does all this mean to you? Well, 
it means first of all that your Treasury 
Department is successful in its program 
of increasing the nation’s economic 
security by spreading the national debt. 
Secondly it means that most of the nation’s 
business leaders recognize the value of 
the Payroll Savings Plan sufficiently to 
promote it within their companies. 


For example... 


To give you some idea of the Plan’s 
growing popularity: 86,384 employees of 
a prominent electrical manufacturing com- 
pany were investing in Bonds at the rate 
of $30,005,270 as of the end of 1948. This 
is a gain of nearly 100% over 1947, when 
45,000 employees participated in that com- 
pany. The treasurer of a well-known shoe 
company reported that, of his concern’s 
19,060 employees, 9,240 were in the Plan 
and had invested $146,807.32 in Bonds 
via deductions during the preceding month. 


Why promote it? 


We all know how buying Bonds builds 
an individual’s future security. But there 
are company benefits too! Nation-wide 
experience shows that Payroll Savings 
increases each participating employee's 
peace of mind—makes him a more con- 
tented, more productive worker. It re- 
duces absenteeism, lowers accident rates, 
increases output, and improves employee- 
employer relations. 


It’s easy to boost participation 


I. See that a top management man spon- 
sors the Plan. 


2. Secure the help of the employee 
organizations in promoting. it. 


3. Adequately use posters and leaflets 

and run stories and editorials in company 
publications to inform employees of the 
lan’s benefits to them. 


4. Make a person-to-person canvass, 
once a year, to sign up participants. 


These first four steps should win you 
40-60% participation. Normal employee 
turnover necessitates one more step: 


5. Urge each new employee, at the time 
he is hired, to sign up. 


Nation-wide experience indicates that 
50% of your employees can be persuaded 
to join—without high-pressure selling. 
All the help you need is available from 
your State Director, U. S. Treasury 
Jepartment, Savings Bond Division. 


The Treasury Department acknowledges with appreciation the publication of this message by 


BANKERS MONTHLY 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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2. Bookkeepers no longer han- 
dle cash or securities—as an auto- 
matic audit control. 

3. One girl sight-posts; the other 
machine-posts—a_ single posting 
method. 

4. The proof clerk is rotated 
with the bookkeepers—an audit 
control. 

5. Every employee is required 
to take a yearly vacation—an audit 
control. 

6. A daily audit of interest and 
expense is now made. 

7. More use is made of city 
correspondent services. 

8. Modern equipment described 
in Bankers Monthly has been in- 
stalled with savings. 

9. Increased investments have 
been stimulated by reading the ex- 
periences of other banks. 

10. The reserve method for losses 
on bad debts has been installed.— 
E. W. Rossiter, president, Bank of 
Hartington, Hartington, Neb. 

Many of our readers write to 
bankers who share their experiences 
through Bankers Monthly. Here is 
an example of such a letter: 


Mr. A. B. Tracy, Assistant Cashier 
State Bank of Freeport 

Freeport, Illinois 

Dear Mr. Tracy: 

May I commend you on the very 
fine and informative article in the 
March issue of Bankers Monthly on 
“Direct Verification of Balances.” 

This is one of the best written 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 
June 20-July 7. Graduate School of Banking, 
Rutgers University, New Brunswick, N. J. 


Aug. 17-19. Western Regional Trust Confer- 
ence, Salt Lake City, Utah. 


Oct. 30-Nov. 2. 75th Annual Conventions San 
Francisco, Calif. 


STATE ASSOCIATIONS 

Aug. 25-27. West Virginia, The Greenbrier, 
White Sulphur Springs. 

Oct. 9-11. Kentucky, Brown Hotel, Louisville. 


Oct. 11-12. Nebraska, Cornhusker Hotel, Lin- 
coln. 


Oct. 17-19. 


Moines. 


lowa, Hotel Fort Des Moines, Des 


Nov. 3-5. Arizona Bankers Association, Camel- 
back Inn, Phoenix. 


OTHER ORGANIZATIONS 


Sept. 19-21. Mortgage Bankers Association 
of America, Annual Convention, Palmer 
House, Chicago, Ill. 
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articles on this subject that has ever 
come to my attention. 
You have done banking a real 
service in writing it. 
Very truly yours, 
H. C. Nicholls 
Cashier, First National Bank, 
Madison, Wis. 


The Toastmaster’s Handbook 


By Herbert V. Prochnow, vice presi- 
dent, First National Bank of Chi- 
cago. Published by Prentice Hall, 
Inc., 70 Fifth Avenue, New York, 11, 
New York. Price $3.95. 


The author is the director of the 
School of Banking at the University 
of Wisconsin, and is said to be one 
of the most comprehensive and most 
popular after-dinner speakers in 
Chicago. He has also been very suc- 
cessful in planning and carrying out 
conferences for the correspondent 
banks of his institution. 

He has gathered together into this 
book information of all sorts needed 
by anyone who is called upon to 
plan or preside over a meeting. He 
not only tells how to do it, but he 
gives a great quantity of material 
which a presiding officer can use. 
For example, many pages of the 
book are given over to epigrams 
and witticisms which may be use- 
ful to a presiding officer in handling 
a meeting or introducing a speaker. 


Is reserve cash under single or 
dual control? 


Sept. 25-28. Consumer Bankers Association, 
Edgewater Gulf Hotel, Edgewater Park, Miss. 


Oct. 9-12. Robert Morris Associates, Annual 
National Conference, General Oglethorpe 
Hotel, Savannah, Ga. 


Oct. 19-22. Financial Public Relations Associa- 
tion, Edgewater Beach Hotel, Chicago, Ill. 


Oct. 23-26. NABAC, 25th Annua| Convention, 
Bellevue-Stratford Hotel, Philadelphia, Pa. 


SCHOOLS 


July 24-29. New York State Bankers Associa- 
tion, School of Public Relations, University 
of Syracuse, N. Y. 


Aug. 1-13. Financial Public Relations Asso- 
ciation, School of Financial Public Relations, 
Northwestern Univ., Chicago. 


Aug. 22-Sept. 3. Central States School of 
Banking, University of Wisconsin, Madison. 


Sept. 6-24. illinois Bankers Association, Trust 
Development School, Northwestern Univ., 
Chicago. 
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Most banks expect three things from 
their bookkeeping machines: high pro- 
duction; efficient operation; and quick 
adaptability to several jobs. 

Long experience and many tests have 
proved that, to get these results in the 
highest degree, the operator must have 
a machine with five specific features: 


. Standard adding machine keyboard. 
. Standard typewriter keyboard. 
. Complete visibility of work. 


. Flexibility to change quickly from 
one kind of work to another. 


. Automatic operations that save time, 
prevent errors. 


What do you want 


Tale Ml oXele) 4-4-1: 1il>, 
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The National Multiple-Duty Bookkeep- 
ing Machine has all of these features... 
In fact, it is the only bookkeeping ma- 
chine that combines all five in one 
machine! 

With this machine you can, in a matter 
of seconds, change from one posting job 
to another—commercial ledgers, loans 
and discounts, mortgages, trust account- 
ing, payroll, daily statements, general 
ledger—jobs you never before felt you 
could profitably mechanize. 

Ask your local National representa- 
tive to show you how your bank can 
get the maximum of high production, 
efficient operation, and general useful- 
ness from this machine. 


NATIONAL CASH RBEGISTEBR COMPANY, DAYTON 9, OHIO 


Of the country’s 100 largest banks, 
94 use Nationals . . . as do 
thousands of smaller ones. 
National Accounting Machines offer 
an efficient mechanized answer to 
every problem of bank account- 
ing. They’re all described in this 
illustrated 64-page free booklet 
which your National representative 
will be glad to give you on request. 


Walional 


ACCOUNTING MACHINES 
CASH REGISTERS* ADDING MACHINES 





Confidence is basic in American 
Business ...an influence which 
binds together all elements of 
a vast commerce ...a faith in 
which industry may carry on 
with assurance that honesty 
and fair dealing prevail. 


La Monte Safety Papers enjoy 
the confidence of the Business 
World. They are relied upon by 
a large majority of the nation’s 
leading banks ...an endorse- 
ment which has made them the 
national standard for quality 
and safety. 





SAFETY PAPER FOR CHECKS _ 


GEORGE LAMONTE & SON, NUTLEY. NEW JERSEY om 
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